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Commercial Property Coverage 


Program Undergoes Many Changes 


By BERNARD P. McMACKIN Jr. 


A major revision of the commercial 
property coverage program has been 
adopted in the six New England states 
and will probably be in force in most 
states in due course. The revision in- 
volves a completely new manual, sub- 
stantial alteration of forms and rules 
and a wider range of rate territories. 
This is, in effect, the third major re- 
vision of standard all risks cover for 
commercial risks. The first standard 
version was the mercantile block pro- 
gram. That program was revised and 
the current title, commercial property 


coverage, given it in 1957. 

The commercial property coverage 
program is the standard approach of 
the insurance business to all risks pro- 
tection on personal property of retail, 
wholesale and kindred operations. It 
is the product of Inter-Regional In- 
surance Conference. In most states, 
the program is filed by one organiza- 
tion—often the fire insurance rating 
bureau—on behalf of itself, National 
Bureau of Casualty Underwriters, 
Mutual Insurance Rating Bureau, In- 
land Marine Insurance Bureau and 
Transportation Insurance Rating Bu- 
reau. Generally, the manual is dis- 


tributed by the fire rating organiza- 
tion. Distribution of forms is the work 
of IRIC’s central forms committee. 
There are two basic forms in the 
new program—each used with the 
standard fire policy—one for risks 
written on a reporting basis and an- 
other for non-reporting cover, subject 
to coinsurance. This mechanical 
change will be welcome, for previous- 
ly it was necessary to use a basic form 
plus an appropriate endorsement, de- 
pending upon whether the risk re- 
quired reporting or non-reporting cov- 
er, with a certain amount of leafing 
(CONTINUED ON PAGE 17) 





N. Y. Stock Exchange 
Requires Fidelity 
On Firms’ Partners 


Fidelity insurance on general part- 
ners of 574 member firms now is be- 
ing required by the New York Stock 
Exchange for the first time, following 
a loss of $690,000 by customers of one 
stock exchange firm, which the ex- 
change made good. In addition, gov- 
ernors of the exchange have increased 
the minimum penalties of fidelity 
bonds required for employes of mem- 
ber organizations and officers of mem- 
ber corporations. 

To make the exchange’s new rules 
feasible, a standard form of “stock- 
broker partnership bond” was de- 
veloped by the insurance business 
working with representatives of the 
exchange. This type of fidelity bond 
previously has not been generally 
available. The new insurance require- 
ments will take effect within ap- 
proximately eight weeks, depending 
on the time necessary for insurers to 
file and obtain approval of the new 
form and for stock exchange firms to 
arrange for the new coverage through 
producers. 


May Purchase Excess 


Keith Funston, president of the ex- 
change, indicated that studies are be- 
ing made to determine what addition- 
al steps may be taken to further im- 
plement the insurance program. One 
idea being explored is the possibility 
of obtaining blanket excess coverage 
for all members of the exchange that 
do business with the public. This cov- 
erage might be for several million 
dollars above the amount carried by 
each individual organization and 
would apply after a member had ex- 
hausted its own fidelity coverage and 
all its other assets. 

Minimum partner coverage will be 
based on each firm’s capital require- 
ments, Mr. Funston indicated. Cover- 
age will range from $200,000 for the 
smallest firms carrying customer ac- 
counts to $5 million for the largest 
firms. Firms which only introduce ac- 

(CONTINUED ON PAGE 29) 


Plaintiffs Just 
Catching Up To 
Defense, CPCUs Told 


Cleveland CPCUs turned out in rec- 
ord numbers for a regular meeting this 
month to hear A. H. Dudnick, a leading 
plaintiff's attorney, charge that the 
insurance business has contributed to 
the growth of more and larger negli- 
gence suits. 

The insurance business long ago de- 
veloped successful techniques in the 
area of defense, Mr. Dudnick observed, 
but only in recent years has the negli- 
gence side come of age. Its growing 
prominence is compatible with expan- 
sion in all professional fields, he 
pointed out. Ability on the side of the 
plaintiff’s attorney is now only catch- 
ing up with the ability on the defense 
side. 


Says Business To Blame 


The insurance business itself is a 
major factor in the expansion of the 
work of negligence attorneys, Mr. 
Dudnick declared. He blamed this on 
claim handling which causes people to 
seek out attorneys. To emphasize his 
point, Mr. Dudnick commented that in 
situations of obvious liability com- 
panies often cause a claimant to do 
without automobile transportation by 
refusing to settle his PDL claim with- 
out settlement of BI at the same time. 
Many minor claims take on major pro- 
portions because of this irritating 
practice, he said. Voluntary payments 
by the insurers to claimants to reduce 
hardship would not constitute admis- 
sion of liability, according to Mr. Dud- 
nick. This would be particularly true 
because such payments would not be 
made in cases not obviously the re- 
sponsibility of the insurer. Such a 
practice, Mr. Dudnick believes, could 
go far to reduce the company’s ultimate 
loss. 

Poor ethics on the part of claimant 
attorneys are the exception rather than 
the rule, just as are unethical adjust- 
ments by company men, Mr. Dudnick 
stated. 

As to fees, he stressed that it is the 
client, like the policyholder, who ulti- 
mately measures the dollar value of 
professional service. 


Aviation Pool Is 
Headed By Warren, 
Veteran In Field 


James P. Warren Jr., whose election 
as president and director of Interna- 
tional Aviation 
Underwriters of 
San Francisco was 
recently an- 
nounced by Ralph 
H. Shaw Jr., chair- 
man of the avia- 
tion insurance fa- 
cility, has been in 
the insurance busi- 
ness 32 years, and 
is well known in 
the aviation insur- 
ance field as an 
underwriter and 





James P. Warren Jr. 


executive. 

International Aviation Underwriters 
is an aviation insurance facility op- 
erating only through agents and brok- 
ers. It is concentrating on the general 
aviation classes of personal and busi- 
ness aircraft. IAU serves as aviation 

(CONTINUED ON PAGE 29) 





Indiana Agents 
Convention, Page 22 











Suggests Casualty 
Actuarial Society 
Change Its Name 


Leslie Sees Need For More 
Realistic Title; Planning 
Now For 50th Anniversary 


The suggestion that the name of Cas- 
ualty Actuarial Society be changed to 
reflect more realis- 
tically its modern 
purposes and ac- 
tivities was ad- 
vanced at the an- 
nual meeting in 
Washington, D. C., 
by its president, 
William Leslie Jr., 
general manager of 
National Bureau. 
The society has 
outgrown its name, 
he said. The term 
“casualty” is not 
only non-descriptive, it is almost mis- 
leading. 

Insurer managements are looking 
and should look to the society to culti- 
vate and educate the actuarial person- 
nel they so badly need, Mr. Leslie ob- 
served. The restrictive name is not 
helping, and may be hurting, this 
cause. He asked the society’s council 
to report promptly on the matter. 

Mr. Leslie and the other officers were 
reelected. Three new members were 
elected to the council—Harold E. Curry, 
vice-president of State Farm Mutual; 
Frank Harwayne, chief actuary of the 
New York department, and LeRoy Si- 

(CONTINUED ON PAGE 34) 


Ind. Casualty, Surety 


Managers Assn. Elects 

Indiana Casualty & Surety Mana- 
gers Assn. has elected R. E. Aurelius 
of St. Paul F.&M., president; J. R. Mor- 
ford, Great American, vice-president, 
and Robert J. Bill, Phoenix of London, 
secretary-treasurer. 

The “bonus discount” auto policy of 
Celina Mutual group has been intro- 
duced in West Virginia. It is already in 
use in Ohio and Pennsylvania. 





William Leslie Jr. 
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Texas Non-Admitted 
Insurance Premium 
Tax Held Illegal 


AUSTIN—The Texas law imposing 
a 5% gross premium tax on business 
written in non-admitted companies 
was declared unconstitutional in a de- 
cision handed down by the third court 
of civil appeals in a test case brought 
by Todd Shipyards Corp. against the 
Texas department. 

The corporation had purchased its 
insurance in New York City from 
Lloyd’s of London and Institute of 
London Underwriters, neither of which 
is regulated by the Texas department. 
Insured paid the tax under protest on 
policies covering its properties in Texas 
that are reported to be worth approxi- 
mately $900,000. 

Todd Shipyards contended that the 
premium tax section of the insurance 
code violates the due process clauses 
of the Texas and U. S. Constitutions. 
Two cases were cited in the U. S. Su- 
preme Court: St. Louis Cotton Com- 
press vs Arkansas and Allgeyer vs 
Louisiana. 

The appellate court opinion included 
this point, however: 

“We are confident that the U.S. Su- 
preme Court, enlightened by its own 
criticism of the Allgeyer and Cotton 
Compress cases, will... reexamine 
those cases and pronounce a decision 
sustaining the legislature of Texas in 
enacting this statute for the protection 
of its citizens in a field subject to 
rigid regulation by the state. Until 
such time, however, it is our duty to 
follow those cases.” 

The department has not disclosed 
the amount of taxes it has collected 
under the code provision, but it is 
believed to be a rather large figure. It 
is known that other insured protested 
payment of the tax, especially after 
Todd Shipyards filed its case. 


Defendants, Plaintiffs At 
Stand-Off In Chicago 


A flurry of decisions favoring de- 
fendants in personal injury cases in 
Chicago and Cook County last week 
produced a deadlock of decisions, 65 to 
65, since the courts reopened Sept. 1. 
There have been eight deadlocked, 
juries. 

Last week $62,010 was awarded 
plaintiffs in three cases in which de- 
fendants were found guilty, bringing 
the total awards since Sept. 1 to 
$1,094,391. The juries held in favor of 
defendants seven times last week. 

The information is compiled by Cook 
County Jury Verdict Reporter, which 
summarizes each of the cases with 
information as to attorneys and testify- 
ing physicians. 

The largest verdict last week was 
$60,000 against Marsh Wall Products, 
whose salesman was held guilty when 
he drove on the wrong side of the road 
and caused the plaintiff to pull off the 
highway and lose control of his car. 

In a case that didn’t get to the jury, 
a 28-year old iron worker received a 
settlement of $175,000 for a 40 foot fall 
he took in 1957 in the Republic Steel 
plant in South Chicago. Metal & Ther- 
mit Co. contributed $150,000 as owner 
and operator of a portable crucible for 
welding rails which erupted premature- 
ly, causing the worker to fall in the 
absence of a railing. Other contributions 
were under the Illinois structural work 
act and amounted to $10,000 each by 
Holmes Construction Co. and Wiscon- 
sin Bridge & Iron Co., and $5,000 
from ‘Republic Steel. 
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Three Insurance Organizations Approve 
Experience Rating For N. J. Blue Cross 


Bills being considered by the New 
Jersey legislature’s hospital and medi- 
cal legislative study commission which 
would provide authority for Blue 
Cross-Blue Shield to adopt experience 
rating for groups of 100 or more have 
the approval of three insurance or- 
ganizations, Albert Pike Jr., actuary 
of Life Insurance Assn., told the com- 
mission in Trenton, N. J. 

Mr. Pike, appearing before the com- 
mission as spokesman for LIA, Health 
Insurance Assn. and American Life 
Convention, also took the occasion to: 

—Urge that Blue Cross-Blue Shield 
not be allowed to expand their sales 
operation to compete as _ insurance 
companies in the national group in- 
surance account field, unless first re- 
quired to pay premium taxes to those 
paid by insurance companies. 

—Speak out against the practice of 
hospital discounts to Blue Cross which 
he said causes both hospitals and the 
hospital-using public to suffer. 

—Reject as “insupportable” charges 
that insurance companies use group 
health insurance rates as loss leaders 
to obtain group life or other types of 
group business. 


Experience Rating Practical 


As for experience rating, Mr. Pike 
noted that the insurance business uses 
the system on all or virtually all 
group A&S accounts of sufficient size, 
adding, “We believe it is the only 
practical way of operating, given a 
free enterprise insurance marketing 
system which assumes a multiplicity 








Reinsurance 


Eminent insurers 
and producers across 
the nation make extensive 
use of Excess Underwriters 
to reinsure. Our specialists 
stand ready to provide 
swift quotes regardless 


of form required! 





of insuring organizations competing 
with one another, instead of a ‘chosen 
instrument’ system involving only a 
single monopolistic insuring organiza- 
tion. We therefore approve the pro- 
posal.” 

Mr. Pike, however, discussing cer- 
tain provisions of the bills which 
would extend the underwriting pow- 
ers of Blue Cross-Blue Shield, pointed 
out that in 1958 the total taxes, li- 
censes and fees paid by all insurance 
companies operating in New Jersey, 
exclusive of real estate taxes, 
amounted to $17 million, of which 
some $2 million was attributed to the 
companies’ A&S business. Blue Cross- 
Blue Shield, he said, paid no equiva- 
lent taxes. 

“We believe,” Mr. Pike said, “that if 
Blue Cross-Blue Shield are to expand 
their underwriting powers so as to 
allow them to compete as insurance 
companies in the national group in- 
surance account field, they should first 
be required to pay premium taxes 
equivalent to those paid by insurance 
companies.” 

He asked that the commission strike 
from the bills provisions that were 
particularly intended “to facilitate the 
insuring of national accounts already 
insured by tax-paying insurance com- 
panies.” 

If, on the other hand, equivalent 
taxes are levied on Blue Cross-Blue 
Shield, “Then we welcome the com- 
petition,” Mr. Pike stated. 

Mr. Pike went on to quote a portion 
of the legislature’s New Jersey Blue 
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Hearing Called By 
Conn. On Security’s 
New Amsterdam Bid 


Commissioner Premo of Connecticut 
has ordered a hearing Dec. 5 on Se- 
curity of New Haven’s offer to stock- 
holders of New Amsterdam Casualty 
to exchange their shares for stock of 
Security. 

In a letter to J. Arthur Nelson, 
chairman New Amsterdam, Mr. Pre- 
mo stated that after two postpone- 
ments of the hearing, further delay 
was “neither warranted nor justified.” 
He asked that Mr. Nelson inform New 
Amsterdam stockholders of the sched- 
uled hearing. 

The hearing is for the purpose of 
evaluating the fairness of the ex- 
change of stock to both Security and 
New Amsterdam stockholders. The 
proposal by Security is to exchange 
1.25 shares of its common for each 
share of New Amsterdam. Security 
petitioned for the hearing Aug. 1. 





Cross study committee, in which the 
charge of insurance companies using 
group A&S rates as loss leaders was 
mentioned. 


No Substance To Charge 


“There is no. substance to this 
charge,” Mr. Pike declared. “Premium 
rates for group health insurance are 
independent of whether group life in- 
surance is or is not included in the 
plan.” 

He called the charge “all the more 
insupportable” when it is placed be- 
side another common charge—that in- 
surance companies have very low loss 
ratios for their group health insur- 
ance business. 

“Obviously, insurance companies 
cannot have very low loss ratios as 
charged and at the same time have 
very high loss ratios indicating loss 
leaders. 

“Actually, neither charge can be 
supported,” he said. 


N.Y. Brokers Have 
AR Reliet Program 


Greater New York Insurance Brokers 
Assn. has submitted an assigned risk 
relief program to the state’s joint 
legislative committee on rates and 
regulations which has been studying 
problems of cancellation and non- 
renewal of auto liability policies. Under 
the proposal, higher limits, broad fam- 
ily policies, uninsured motorists cover- 
age and medical payments would be 
available to assigned risks. 

Robert J. Kornstein, who has been 
elected president of the broker’s group 
to succeed Edward Jaffin, now chair- 
man, said that the relief program ap- 
pears to be the only way to expand 
promptly the supply of insurance. He 
claimed that it is broader than other 
approaches to ease current discontent 
from cancellations and renewal re- 
fusals, and more moderate since _ it 
would affect less than half a million 
cars rather than five million. 


H. J. Schmidt To Retire 


Herbert J. Schmidt, assistant claims 
superintendent in the western depart- 
ment of Fireman’s Fund group, is re- 
tiring in December after 40 years in 
insurance. Mr. Schmidt was with Na- 
tional Surety until it became part of 
the Fireman’s Fund group. He will be 
honored at a testimonial party Dec. 7 
at the Engineers Club. 
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Rules Connecticut 
General May Not 
Buy Fire Company 


N. Y. Appellate Division 
Finds Insurer May Not 
Use Subsidiary Device 


The appellate division of the New 
York supreme court has found for the 
superintendent of the New York de- 
partment in Connecticut General’s 
suit for summary judgment permitting 
the company to form a purchase a 
fire and casualty insurer. The appel- 
late divisions’ decision, therefore, sus- 
tains the supreme court which denied 
Connecticut General’s motion for judg- 
ment, granted the superintendent’s 
cross-motion for summary judgment 
and dismissed the complaint. 

The decision of the court in this 
second round was accompanied by a 
dissenting opinion by Justice Eager. 

In view of this, Connecticut General 
has issued a statement, in which it takeS 
note of the fact that “The dissenting 
justice agrees fully with Connecticut 
General. 

“Our lawyers have studied the two 
opinions. They remain firm in their 
conviction that Connecticut General’s 
legal position is sound and should be 
upheld on appeal to the New York 
court of appeals. 

“Connecticut General will file its 
appeal shortly,” the statement con- 
cluded. 

The court noted that both sides con- 
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ceded that the intent of sections 42(3) 
and 193(2) of the New York insur- 
ance law is to forbid foreign life com- 
panies to write fire and casualty busi- 
ness and vice versa. The issue in the 
case, as the court saw it, was whether 
or not Connecticut General, by acquir- 
ing controlling stock interest in a fire 
and casualty subsidiary would, in ef- 
fect, be engaged in an insurance busi- 
ness other than that for which it is 
presently licensed, in violation of per- 
tinent statutes. 

In finding against Connecticut Gen- 
eral, the court said, “While the insur- 
ance law in a general provision recog- 
nizes the right of domestic and foreign 
insurers to acquire subsidiaries, sec- 
tion 90 of the same law, prior to 1958, 
precluded investments by a foreign in- 
surer which did not comply in sub- 
stance with the investment require- 
ments and limitations imposed by this 
chapter upon domestic insurers. At the 
same time, subdivision 13 of section 
81 prohibited a domestic insurer from 
owning more than 2% of the outstand- 
ing common stock of any one compa- 
ny. 

“In 1958 the legislature did under- 
take to amend section 90 and to lib- 
eralize its provisions. The amend- 
ments, however, are here immaterial 
and it is not contended that they im- 
proved or materially altered ap- 
pellant’s position. To the contrary, a 
new subdivision 3 was added provid- 
ing that ‘nothing in this section shall 
be constructed to relieve any foreign 
or alien insurer from compliance with 
any other provision of this chapter.’ 

“Moreover, in view of the fact that 
the lines of battle had long since been 
drawn, the pertinent legislative docu- 
ments furnish ample proof that there 
was no intent to nullify such prohibi- 

(CONTINUED ON PAGE 19) 
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Aetna Casualty In 
Loan-Aid Plan For 
Independent Agents 


By JUDIAH HIGGINS 


The aim of Aetna Casualty’s new 
loan-aid plan for young agents is to 
create a larger independent agency 
force, not a captive system, Bradford 
Wagoner, Aetna Casualty’s Cincinnati 
agency manager, told a dinner meeting 
of Cincinnati chapter of CPCU. The 
aid plan—called the agency manpow- 
er program—advances money to the 
new producer of personal lines busi- 
ness and sets up production quotas 
that will give him an income of $10,- 
000 to $12,000 in four years. 

In return for the company’s outlays, 
the agent signs a contract with the 
company, giving it first choice on all 
business he writes. As collateral for 
the loans, Aetna Casualty holds rights 
on business and renewals, but Mr. 
Wagoner emphasized that if the loans 
were paid up, the agent could quit the 
program after a 30-day notice and take 
his business to another company at 
any time. “It’s his business, not ours,” 
Mr. Wagoner said. 

The company is using two formal 
agreements in connection with the 
program. One agreement states that 
the purpose is to assist an agent in 
bringing a recruit into his operation 
as a successful producer. The other 
agreement’s purpose is to assist a man 
in establishing himself as the owner 
of an independent agency 


Good Perpetuation Tool 


The company loan is especially use- 
ful where an agency wants to increase 
its premium income but lacks the re- 
sources to get a new man going, Mr. 
Wagoner said. Aetna Casualty is en- 
couraging present agents to teach new 
producers all agency operations with 
an eye to eventually making them 
partners. The program is being con- 
ducted through existing agencies, 
which guarantee the loans and also 
put up part of the cash, and directly 
through branch offices. 

When the producer is appointed, 
loans up to $500 a month are avail- 
able but the company urges the men 
to take out no more than necessary. If 
a producer meets his quotas, he is 
eligible for a cash bonus equal to 3% 
of his premium volume (figured on an 
annual basis), but this 3% is also an 
advance against future income. The 
contract ends after four years, and 
Aetna Casualty loses its first call on 
the agent’s business. 

“After that point we think that the 
agent will have a loyalty to Aetna 
Casualty when it comes to placing new 
business,” Mr. Wagoner said. 


Answer To Competition 


Aetna Casualty’s long-range hope is 
that the plan will help stock agency 
companies meet the challenge of the 
direct writers in automobile insurance, 
homeowners and A&S. The subsidized 
agent is encouraged to confine him- 
self to personal lines for the first few 
years, and to spend as much of his 
time as possible making calls. Thus 
the advance on income ties the agent 
to a more aggressive sales approach. 

The production schedules empha- 
size the importance of direct solicita- 
tion. Agents are required to make at 
least 10 calls a day and to collect at 
least 200 expiration dates a month. 
The latter are noted on a calendar, 
and the agent pays a strategic call on 

(CONTINUED ON PAGE 29) 
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Kentucky Agents Nor 


Name Putnam Lone 


The | 

e istate’s 

New President new ¥ 
LOUISVILLE—Donald Putnam Jr,|8@7!24t 
Ashland, first vice-president, was ele. (ert 
: : : tn 

vated to president of Kentucky Assn, 4°22" | 
of Insurance Agents at the annual <add 
meeting here last week to succeed mercha 
Charles J. Baugh, Mayfield. Mr. Put) tes 


nam is the son of Donald Putnam| 
Sr., who has been a leader in insur-/Partme 
ance in eastern Kentucky for many ¥@5 ™é 
years. |by Lef 

Cecil Yeary, London, moved up to On co 
first vice-president and chairman of\Pended 
the executive committee. He has been(i"Ey am 
active in the association for some time) This 
in educational efforts, having put on(Plying 
several association schools. Edgar P, (scriber: 
Stamper, Hopkinsville, was selected to (Policies 
move into the executive ranks as sec. (Pany s 


ond vice-president. policy 
ship, | 
Elected For 8th Term \dinary 


Walter R. McCord, Louisville, was \proper 
reelected to his eighth term as secre- 
tary-treasurer. 

Charles B. Chrisman, Pikeville, was “ae 
reappointed state national director, AS P} 
Mr. Chrisman and his father, Norman, Cgsy 
are both past presidents of the associa- 
tion. , Jam 

In his presidential address, Mr. ualty, | 
Baugh remarked that Kentucky was) Adi 
among the earlier states to meet its Novem 
basic quota in the Big I fund raising te P. 


campaign. steps ¢ 
proved 
Membership Of 482 ular p 


Membership as of Sept. 1, 1959, was if 
482. On Sept. 1, 1960, it totalled 477,\'° Vice 
During this period, 29 new members |C@Sual 
were added, but 34 dropped. Of the'“lectec 
latter number, only six were dropped|"°t@'y: 
for non-payment of dues, indicating tep 
that the majority of losses were the,“SS°Ci 
result of mergers or deaths. ‘poly er 

Jack Musselman, manager Kentucky !0US 4 
Assigned Risk Plan, explained the) The 
workings of the AR program, pointing )P€tS_¥ 
out several areas in which an agent|fr D 
might get into trouble, such as failure; /@T@“ 
to observe holidays or non-working 
days, the requirement that the agent Nort! 
pay premiums at once, instead of hold- Seek 
ing back payments as he does with his 

















companies or he may invalidate the gy 
policy and be held liable if an accident \7-U° | 
occurred in the interim. He also dis- eos 
cussed problems arising when mini- “sae . 
mum coverages are larger in other on: - 

states than in Kentucky. _ 
Baylor Landrum, Louisville, served ald tl 
as moderator of a panel on “Insurance ame 
Progress.” —" 
William E. Clark, superintendent of 1961, 1 
(CONTINUED ON PAGE 20) ing in 
crease 

J 
CASUALTY BRANCH ||," 
OFFICE MANAGER \for an 
$10,000—South \that I 
This position is with medium sized American }|°0 Bl 
Agency System Company established over 25 | Seekin 
years ago, assets in excess of $25,000,000. } | scribe 
Ideal set up: Staff of 20, full responsibility | crea 
for supervision of underwriting and produc- 5% i 
tion staff. This is an established operation ||nance 





with premium volume in the $5,000,000 area. | jdiscou 


SPECIFICATIONS: Age to 45: conversant with }/™ore 
Southern operations. Minimum of ten years }}65. 
current Agency system company experience, 
preferably responsible for production and un- U h 
derwriting operations on Branch Office level. | Pp 








All inquiries confidential. Other openings Sau: 
in all areas of the country. Write for "HOW 
WE OPERATE.” No obligation to register. AU! 
FERGASON PERSONNEL _ 
recon: 
INSURANCE PERSONNEL EXCLUSIVELY the 
HArrison 7-9040 ie 


330 S. Wells Chicago 6, Illinois 
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North America Wins 
Long NYFIRO Battle 


The New York court of appeals, the 
state’s highest tribunal, has denied 
\New York Fire Insurance Rating Or- 
\ganization leave to appeal from the 
. Jt. Gecision of the appellate division, third 
S ele-\epartment, which upheld North Amer- 
nnuai/ic2’S right to file independently its 
eed q\merchants property policy. 

Discussions concerning this policy 
tinal were opened with the New York de- 
insur./Partment in late 1954. A formal filing 
many Was made in 1955 and approved in 1957 

|by Leffert Holz, then superintendent. 
up to)OR complaint by NYFIRO, he sus- 
an of pended the filing, but following hear- 
been ings, reapproved it in 1958. 
: time} This was the first litigated case ap- 
ut on(Plying the principles of partial sub- 
ar p(scribership in connection with package 
ted to (policies. The verdict upholds the com- 
s sec. \pany’s position that a multiple line 
policy is a proper unit of subscriber- 
ship, separate and apart from or- 
l\dinary fire insurance on the same 
, Was ‘property. 
secre- 


- (Conway Succeeds Strobel 
ector AS President Of Chicago 


mt Casualty Adjusters 
“| James F. Conway, Maryland Cas- 
ualty, was elected president of Casual- 
, wasity Adjusters Assn. of Chicago at the 
et its November meeting. He succeeds Wal- 
aising ste P. Strobel of Strobel & Ingalls, who 


\ 


steps down after a year in which he 
proved himself one of the more pop- 
ular presidents in recent years. 

we E. A. Carr, Liberty Mutual, moved up 
i 477 {to vice-president, and Robert T. Luce, 
mab —— Mutual, was once again re- 
f th elected to his accustomed posts of sec- 
q\'etary-treasurer. 





cating, Stephen J. Kindig, John E. Reid & 
e the Associates, Chicago, discussed the 


‘polygraph (lie detector) and its var- 
ious uses in Chicago today. 

The annual Christmas party, mem- 
inting bers were once again reminded, is set 
15 in the Morrison Hotel’s 
; Terrace Casino. 


Northeast Ohio Blue Cross 
Seeking 27% Rate Increase 


rking 
agent 
hold- 


“4 a Public hearing on the request of 
cident Blue Cross of Northeast Ohio for an 





immediate 27.4% incease in rate was 
held in Cleveland Nov. 15 by Superin- 
tendent Stowell. John R. Mannix, 
Blue Cross executive vice-president, 
of \said the group is using about $300,000 
a month out of reserves to meet pay- 
ments to hospitals, and that by May 1, 
11961, the Blue Cross would be operat- 
ing in the red unless it gets the in- 
crease. 

| Jerome Pollack, insurance expert for 
i jthe United Auto Workers (CIO), asked 
\for and was granted a week’s recess so 
‘that his organization could study the 
130 Blue Cross exhibits. Blue Cross is 


> dis- 
mini- 
other | 





erv 


ant of 











rican 

er 25 | seeking a 22.4% rate increase for sub- 

),000. }|scribers in seven counties to cover 

bility increased hospital costs and use, and a 

oduc- 1(9% increase from 12 counties to fi- 

ration ||NMance a plan providing a progressive 

area. | discount for subscribers in the plan 

with |]/More than five years on reaching age 

years | )65. 

ence, | ont 

id ur- | Uphold Reversal Of 

nings Saunders’ Conviction 

ister. AUSTIN—The court of criminal ap- 
Peals has refused by a vote of 2 to 1 to 

- reconsider its decision that reversed 
the perjury conviction of J. Byron 

rn Saunders, former chairman of the old 

uns OF 


XUM 
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Texas board of insurance commis- 
sioners, but it failed to make the ruling 
final, thereby keeping alive the hopes 
of prosecutors for sending Mr. Saund- 
ers to prison to serve a two-year term. 
Judge K. K. Woodley kept the re- 
versal from becoming final with a 
dissenting opinion, which allows the 
district attorney to file a second mo- 
tion for rehearing. District Attorney 
Les Procter said that he will file such 
a motion. 

This could prolong a final decision 
until after Jan. 1, when Judge W. T. 
McDonald will replace Judge Lloyd W. 
Davidson, who joined Judge William 
A. Morrison in the majority opinion. 

Mr. Saunders was convicted of per- 
jury before a legislative committee 
investigating the collapse of BenJack 
Cage’s ICT Ins Co. The original ma- 
jority opinion reversing that conviction 
held that Mr. Saunders could not be 
guilty of perjury because the oath he 
took before that committee was not 
required by law. 


Underwriters General Agency Corp. 
of Grand Rapids has moved to new 
and larger ground floor quarters at 
70 Keeler Building. 


Safe Driver Plan Gets 
Green Light In Illinois 


Director Gerber of Illinois has ap- 
proved the safe driver plan filed by 
National Bureau of Casualty Under- 
writers and National Automobile Un- 
derwriters Assn. and it will become ef- 
fective Dec. 1. Bureau companies write 
about a quarter of the automobile bus- 
iness in the state. 

The new merit plan will reduce pre- 
miums as much as 15% for accident 
free drivers, and about eight out of 10 
motorists will be eligible for the re- 
duced premiums. The remainder may 
pay as high as 150% above the basic 
premium. 

The plan is being introduced with no 
increase in the basic BI and PD pre- 
miums, but some adjustments have 
been made in collision and compre- 
hensive rates. 

Premiums for private passenger cars 
with $50 deductible coverage will 
range from a 14% decrease to a 7% in- 
crease, resulting in an average state- 
wide reduction of 2.7%. Rates for $100 
deductible will range from a reduction 
of 8% to an increase of 12%, and the 
average statewide increase will be 


Bituminous Casualty 
Has Profit In 9 Months 


An operating profit of $587,000 after 
provision for federal income tax was 
achieved by Bituminous Casualty in 
the first nine months of 1960. This 
compares with a profit of $475,000 for 
the corresponding period of 1959. 

The net profit is equivalent to earn- 
ings of $7.34 a share on the 80,000 
shares of outstanding common stock as 
compared with $5.94 per share last 
year. 

Underwriting operations, after de- 
ducting policyholder dividends, re- 
sulted in a net loss of $264,000 for the 
nine-month period as compared with a 
$210,000 loss for the first nine months 
of 1959. Investment income was $1,- 
063,000, up $197,000. 





4.5%. 

Comprehensive premiums have been 
revised downward as much as 10% and 
upward to 12%, for an average state- 
wide increase of 3.6%. 

A 7% reduction has been made in 
rates for commercial vehicles operat- 
ing within a radius of 50 miles. 


HIGHER LIMITS ON AUTO 
.» AT COMPETITIVE RATES? 


It’s a fact! With court awards continuing to exceed minimum 


legal limits your clients can’t afford to be under-insured. 


Higher liability limits are available at favorable rates. Arrange 


this excess coverage for your insureds through our facilities. 


See or write us now for further information or applications! 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. * Chicago 4 * WAbash 2-4280 
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Fosse Gives Farm Agents 


A One Word Message=Sell 


Contrary to what some people think 
life agents are not alone in being ob- 
liged to make new sales, E. R. Fosse, 
Chicago superintendent of farm and 
hail, National Fire, told Kansas farm 
agents at their annual breakfast at the 
convention of Kansas Assn. of Insur- 
ance Agents at Wichita. 

Mr. Fosse’s address was entitled “The 
Five W’s of Selling Farm Business,” 
and was divided into the why, what, 
when, where and who of the matter. 

No general lines agent will survive 
on renewals alone, Mr. Fosse stated. 
Selling keeps the agent on his toes, i 
a positive frame of mind, and in- 
clined to keep current on sales tech- 
niques. The successful agent is a sales- 
man at heart, and thus tends to be 
aggressive in disposition; to deny this 
to himself is to risk frustration. 
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Only Way To Survive 


Certainly another of the “why” as- 
pects to this business of selling is, 
“simply, that it is the only solution for 
survival in a competitive world,” Mr. 
Fosse opined. People often do not know 
they actually want a product until sales 
efforts make it known to them. The 
entire economic system is predicated 
on selling—the cornerstone of free en- 
terprise. 

Mr. Fosse suggested that it is to the 
agents’ best interests to “elbow out” 
the policy salesmen, the small but 
“noxious” group that believes that any- 
one can be an insurance agent, the 
agent who is not disposed to function 
in his role of primary underwriter; 
who cannot or will not serve in a coun- 
selling role, or in many other respects 
does not measure up to the regard the 
true agent has for himself as a pro- 
fessional. 

Turning to the “what” of selling, the 
speaker said this meant, primarily, 
service—including competence in cov- 
erages, promptness in policywriting, 
and equity and speed in handling 
losses. A successful agent must be in a 
position to provide counsel for and to 
handle most of the insurance needs 
likely to arise from the majority of 
customers or potential customers. 

With regards to the often-proposed 
package farm policy, Mr. Fosse said it 
definitely is eminent, although it is 
impossible to say what its final details 
may be, or the particular state in which 
it will first be filed. Two points are 
evident, however: The package policy 
will be applicable to a relatively small 
percentage of the agent’s existing or 





Chicago Buyers Hear 
Panel Discuss Various 
Cost Reduction Aspects 


At its November meeting, Chicago 
chapter of American Society of Insur- 
ance Management heard a panel dis- 
cuss various aspects of cost reduction 
techniques. 

Members of the panel were Casimir 
Z. Greenley, International Minerals & 
Chemicals, who discussed safety pro- 
grams; P. B. Gehrke, Joslyn Mfg. & 
Supply, the association’s vice-presi- 
dent, who considered deductibles, and 
Paul Kipp, U. S. Gypsum, who wound 
up the evening with a look at prospects 
for self-insuring. 

Kenneth F. Haelsig, Celotex Corp., 
Christmas party chairman, reminded 
members that this venerable event 
would be held at the association’s 
regular meeting place, the Chicago Bar 
Assn.’s rooms, Dec. 15. 


potential risks; the agent will still be 
doing very much what he should be do- 
ing anyway—surveying the total needs 
of the farmer and writing the best 
coverage possible to fit each risk. 

For the great majority of farm 
clients this will continue to be in terms 
of policies available right now, Mr. 
Fosse said. His own company has had 
very little response to its farm de- 


ductible filings, he noted, but he per- 
sonally feels that deductibles are 
needed and eventually will be used on 
an occurrence basis, at least for the 
outbuildings, and with options for $50 
and $100, possibly with a disappearing 
feature. This would accomplish the 
main object of the deductible—the eli- 
mination of minor maintenance claims. 


At Fault Two Ways 
The insurance industry is at fault 
here in two respects, Mr. Fosse sug- 


gested: It often implies that practical- 
ly everything is covered in broad form 
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coverages, packages, etc., and it seems | 
to have the notion that the only time 
it provides a service to a policyholder 
is when a loss is paid. 
It is time to recall and propound 
that protection itself is a service, he 
said. Otherwise, the industry will have 
only the fond recollection of a vanish- | 
ing tribe of Americans who are proud 
of having paid insurance premiums for 
a lifetime without having a single claim, 
The industry must proceed in some. 
way to correct the “something for 
nothing” attitude in insurance if it is | 
(CONTINUED ON PAGE 15) 
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Legislative View 
Given By Barrett 


The outlook for health care legisla- 
tion in view of election results was 
presented by James E. Barrett, vice- 
president at Washington, D.C., of Mu- 
tual Benefit H.&A., at the November 
meeting of Chicago A&H Assn. 

Mr. Barrett noted the slim majority 
received by President-elect Kennedy 
and the slightly more conservative 
make-up of Congress as a result of 
small Republican gains in both houses. 
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Because of this, he opined, Forand- 
type legislation will meet with con- 
siderable resistance. 

He predicted that Mr. Kennedy will 
recognize this and probably will not 
put so much emphasis on Forand-type 
legislation as his commitments had in- 
dicated during the campaign. 

Mr. Barrett also observed that there 
is no more party line distinction in 
politics. Legislators are either liberal 
or conservative and these groups cross 
party lines. 

Discussing the misapplication of the 
social security principle, he cited Ben- 


jamin Fairless, retired chairman of 
U. S. Steel, as one who is collecting 
this year as much in social security 
benefits as an average family would 
pay in income taxes per annum. 

Mr. Barrett also touched upon the 
disclosure of need requirement in the 
Mills-Kerr-Frear act, and he contended 
that this requirement was not un- 
reasonable. Those who object to the 
means test do not find it unreasonable 
when the government requires veter- 
ans applying for GI loans to prove 
that they did spend some time in the 
service, he remarked. 








xance Policy for Motels | 





MORE PROTECTION—MUCH LOWER RATES! 
Quality insurance by one of the world’s 
‘great companies—THE HOME INSURANCE COMPANY— 

| designed expressly to protect you where you need it most.* 


{ 


Quality Protection Where You Need It! 


—— BUILDINGS — may be covered against 


fire, lightning, windstorm and many other 


most important perils. 


CONTENTS — all business personal 


property may be fully protected against loss 
by fire, vandalism, explosion and other perils. 


PROFITS — your earnings can be 


protected against interruption because of fire 


or other specified causes. 


LIABILITY — comprehensive liability 


against burglary and theft. 


coverage is available for all motel operations. 
3 
BU RG LARY — you may be covered 


L CLASS, NEON SIGNS, ETC. 


? — now you can afford to cover your 


| expensive signs and windows under this 


modern Motel Policy. 
/ 
“Sy 





SS 
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*The Home Motel Policy is so new it may not yet be available in your state. If not, it will be soon—just as soon as we can get it to you, 


All This— 


DON’T WAIT 


See your Home Agent 
or write for further 
information now! 


Minis mile 


Property Protection since 1853 
59 Maiden Lane, New York 8, N. Y. 


at new low rates— 

and the most modern, 
easiest-of-all way to pay 
"HUE | HICO [PLAN | 


The famous THICO PLAN of The Home 

Insurance Company lets you pay the way you 
want—monthly, quarterly, annually. 

Like the Home Motel Policy, the THICO 

PLAN is available only through your agent 

of The Home Insurance Company—and 

there’s nothing else like either one of them. 

Don’t settle for anything less! 
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Fund Makes Change 
In Canadian Setup 


Fireman’s Fund has made the fol- 
lowing major changes in its territorial 





Allen 


Clifford Wood 


John R. 


organization: Effective Jan. 1, the en- 
tire Canadian operation will be con- 
solidated under the company’s Cana- 
dian department, headquartered in 
Toronto. Previously, western Canadian 
business—in British Columbia and 
Alberta—was handled by the Pacific 
department, San Francisco. 

M. H. Crone, manager Canadian de- 
partment, will be responsible for the 
newly combined territory. Clifford E. 
Wood, formerly manager Pacific Cana- 
dian operation, will be transferred to 
Toronto as assistant Canadian man- 
ager. Succeeding Mr. Wood will be 
John R. Allen, formerly a multiline 
special agent in the Vancouver office. 

The western Canadian staff will 
continue to have strong local authority 
for accepting and underwriting risks 
and will continue to make use of the 
engineering service. 

A veteran of more than 30 years in 
the insurance business, Mr. Crone 
joined the Fund in 1956 and was 
named Canadian department manager 
the following year. He was previously 
with Canadian Underwriters Assn. 

Mr. Wood joined the company in 
1949 at Vancouver, became provincial 
superintendent in 1950 and manager 
in 1956. 

Mr. Allen joined the Fund in Seattle 
in 1949, was appointed a fire special 
agent in 1956 and transferred to Van- 
couver in that position in 1957, later 
becoming a multiline special agent. 


Bowling Tournament Death 
Not Under WC In Minn. 


ST. PAUL—The widow of a man 
who was fatally injured while return- 
ing from a bowling tournament has 
been denied workmen’s compensation 
by the Minnesota industrial commis- 
sion which upheld the referee’s find- 
ings. The bowling team on which the 
dead man played was sponsored by his 
employer who had paid the league en- 
try fee, furnished the players with 
shirts carrying the firm’s name and 
sponsored a team banquet. 

The widow sought $17,500 under the 
compensation insurance law but ‘tthe 
industrial commission held the injury 
was non-compensable because the em- 
ployer did not reimburse the players 
for participating on the team, thus re- 
moving the act from a “special er- 
rand” category. 


Corpus Christi Agents 


Elect Agan President 

Bert W. Agan has been elected presi- 
dent of Corpus Christi Assn. of Inde- 
pendent Insurance Agents. Other new 
officers are: Jack Shell, ist vice- 
president; Richard Swantnee, 2nd vice- 
president; Mrs. Elizabeth Wakefield, 
secretary; and Henry Coutret, treas- 
urer. D. Baxter Jackson is executive 
secretary. 








22.9% Rise In EC 
Rates Sought In S.C. 


South Carolina Inspection & Rating 
Bureau has filed with the insurance 
department requests for changes in 
fire and extended coverage rates. The 
proposals include some adjustments in 
several occupancy and construction 
classes but negligble over-all changes 
in fire rates. However, the increase in 
EC rates asked is 22.9%. 

Commissioner Austin has called a 
public hearing on the filings Dec. 13 
at Columbia. Public hearings on re- 
quests for rate increases now are re- 
quired by a law passed by the last 
legislature. 


Gracie Loss Responsible 


The principal factor behind the re- 
quest for the EC increase is the disas- 
trous loss caused by Hurricane Gracie 
in 1959. According to the rating bureau, 
the loss experience figures for 1959 
only recently became available and 
experience through that year indicates 
rates for EC should be increased about 
three times as much as the increase 
requested. Consequently the rating 
bureau has asked that the present $50 
wind and hail deductible be increased 
to $100 for all structures in seacoast 
territory. That area comprises parts 
or all of those counties bordering on 
the Atlantic Ocean. Provision is made 
for waiving the deductible by payment 
of an additional premium. 

A 15-year experience period is used 
in making EC rate adjustments. The 
current rate filing is based on experi- 
ence for years 1945-1959. 

During 1959, due largely to Hurri- 
cane Gracie, EC losses incurred 
amounted to more than $10 million 
while premiums in the entire state 
were only slightly more than $5 mil- 
lion. 


HieNATIONAL UNDERWRITER 


Cal. AR Amendments 
Are Being Considered 


Companies writing direct automobile 
BI and PD business are now consider- 
ing several proposed amendments to 
the California assigned risk plan which 
are designed to clarify some of the 
ambiguities and conditions which have 
caused complaints. 

The principal proposed amendment 
is aimed at eliminating numerous com- 
plaints heard during the past by mo- 
torists thrown into the assigned risk 
plan after accidents in which they 
were not at fault. Under the proposed 
changes, there would be no surcharges 
on accidents if: 

The automobile was lawfully parked 
at the time of accident; the person 
responsible has made reimbursement; 
the automobile was struck in the rear 
and the driver was not convicted of 
any criminal offense; the other person 
involved was convicted of a criminal 
offense and the applicant was not; the 
BI or PD damage was done by a hit- 
and-run driver and the accident was 
reported to police within 24 hours. 

Another important amendment clar- 
ifies the types of risks which fall into 
the bracket of the $85 additional sur- 
charge: 

“Persons are required to file a cer- 
tificate of financial responsibility be- 
cause of conviction of specific offenses 
if, within three years immediately 
prior to the date of the application to 
the plan or to the date of renewal... 
any such person has been classed by 
the motor vehicle department as a 
‘negligent operator’ of the vehicle code 
for convictions or accidents within the 
three-year period; if such persons dur- 
ing the 12 months, 24 months, or 36 
months as specified in section 12810 of 
the plan immediately prior to the date 
of application or renewal is found by 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 
OLT—MFRS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000/300,000 /100,000. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES ... 


FLEXIBLE UNDERWRITING . 


. - REALISTIC RATING ... 


INDEPENDENT! 
SINGLE RISK REINSURANCE TO $2,000,000!!!! 


FIDELITY GENERAL a INSURANCE COMPANY 


A STOCK COMPANY 


RAndolph 6-4060 


222 West Adams Street 
Chicago 6, Illinois 





the insurer to have a driving record 
containing a violation point count for 
such periods which, pursuant to such 
section, would cause him to be prima 
facie presumed to be a negligent oper- 
ator.” 

This amendment seeks to dispose of 
three problems which have arisen in 
the application of the $85 surcharge: 
whether the insurer may impose the 
surcharge if the applicant has a viola- 
tion point count which would classify 
him as a negligent driver even though 
the motor vehicle department has not 
acted; the time period during which 
the insurer must act on the violations; 
and whether the insurer may substitute 
itself for the motor vehicle department 
in determining fault in connection with 
accidents. 

The amendment permits the insurer 
to determine the surcharge, but the 
time periods during which the viola- 
tions occurred must be those immedi- 
ately prior to date of application or 
renewal; and when the insurer acts, it 
may not charge additional points for 
accidents it deems to be the fault of 
the applicant. 


Greater Cooperation 
Between Insurers And 
Medical Men Required 


It is absolutely essential that the 
insurance industry achieve an atmos- 
phere of understanding and coopera- 
tion with the providers of medical 
care in order to develop and maintain 
a program of voluntary health insur- 
ance that will give the public the best 
of medical care at a reasonable cost, 
Raymond F. Killion, 2nd vice-presi- 
dent of Metropolitan Life and chair- 
man-elect of Health Insurance Coun- 
cil, told the eastern regional meeting 
of HIC at Boston. 

HIC embarked on its program of 
state committees in 1957 to strive for 
understanding with the providers of 
medical care, he said, and in the three 
years since has established commit- 
tees in 49 states with more than 500 
company representatives participating. 

He said much has been accom- 
plished by the state committee pro- 
gram, “but much remains to be done.” 

Mr. Killion noted that one problem 
facing the insurance business was the 
recent formation of a national Blue 
Cross organization. One particular 
purpose of the new organization, Mr. 
Killion declared, is to step up the 
various Blues’ competitive position in 
“providing hospitalization insurance 
for employes of national business or- 
ganizations.” 

He said the insurance business “is 
of course prepared to cope with fair 
competition which is, after all, a dom- 
inant characteristic within our indus- 
try.” 


Automobile Underwriters Meet 

Automobile Underwriters Club of 
Philadelphia at the November meeting 
had as guest speaker Commissioner 
O. D. Shipley of Pennsylvania Bureau 
of Highway Safety. He discussed his 
department’s accident prevention pro- 
gram, its shortcomings and proposed 
legislation necessary to make the pro- 
gram more effective. 


Harleysville Mutua’ Names Bennett 
Harleysville Mutual has promoted 
Dale T. Bennett, field representative 
in Virginia, to service office manager 
at Greensboro, N. C. He joined the 
company in 1955 as a sales trainee in 
the underwriting department. He was 
named field representative and was 
transferred to Richmond in 1957. 
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Urges Closer NAIA, 
NAMIA Relationship 


George M. McKiever, Miami, presi- 
dent National Assn. of Mutual Insur- 
ance Agents, has proposed a liaison 
committee made up of members of 
his group and National Assn. of in- 
surance Agents. In a talk to Greater 
Miami Insurance Board, he denied 
rumors that the two national organi- 
zations will merge, and advocated the 
committee approach as an alternative. 
He emphasized that his proposal, made 
unofficially, was not the prelude to a 
merger. 

Mr. McKiever said that the pro- 
posed committee could discuss prob- 
lems and seek common fronts to serve 
the entire business and its policyhold- 
ers. The committee would help to 
unite strategy and forces in advocating 
benefits and in opposing threats to 
the business. It would help achieve 
united action, but would also enable 
the two groups to maintain their 
identities and to make more effective 
use of their power as representatives 
of separate segments of the business. 

Mr. McKiever declared that the 
great competition in insurance is not 
between the mutuals and the stock 
companies, nor between the mutual 
agent and the stock agent. It is not 
even between the large and the small 
companies or between any two com- 
panies or groups of companies. 

The crucial competition today is be- 
tween insurance and no insurance. It 
is between adequate coverage and in- 
adequate coverage. It is between rec- 
ognition of insurance needs and in- 
difference to those needs. It is be- 
tween action and inaction, Mr. Mc- 
Kiever said. 


Ill. Blue Shield To Cut 


Rates On Some Plans 


Medical-Surgical Service of Illinois 
(Blue Shield), with headquarters at 
Rockford, has announced rate reduc- 
tions in its $200 and $300 series, ef- 
fective Dec. 1. Also, certain oral surg- 
ery procedures will now be included. 
According to Medical-Surgical Service, 
the reduction has the approval of the 
Illinois department, and the $200 
Standard Certificate for single persons 
would be reduced as much as 11.7% 
and family 20.5%. 


Excelsior Extra Dividend 

Excelsior will pay an extra cash 
dividend of five cents a share in addi- 
tion to the usual quarterly dividend of 
10 cents, both payable Dec. 20 to stock- 
holders of record Dec. 5. Realized earn- 
ings for the first nine months of 1960 
were $185,073 or $1.03 per share com- 
pared with $177,973 or 99 cents a share 
a year ago. 


Graul To Phila. Surplus Lines Post 

Robert L. Graul has been appointed 
excess and surplus lines manager at 
Philadelphia by Continental Casualty. 
He replaces R. Brian Jarman, who has 
gone to the home office as assistant 
superintendent. Mr. Graul joined Con- 
tinental earlier this year as an excess 
and surplus lines underwriter. 


H. Lloyd Puryear, who for 15 years 
has operated H. L. Puryear Adjust- 
ment Co. in El Dorado, Ark., has joined 
Bruce G. Murdoch of Tulsa to take 
charge of fire, wind and inland marine 
claims. Mr. Murdoch will spend full 
time on casualty claims. Mr. Puryear 
was with General Adjustment Bureau 
for 15 years before opening his own 
office. 
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ad 
ee Items illustrated here are typical of the many new 
policies, promotion plans and sales aids designed to 


help Great American producers build premium vol- 
ume. All are proving highly effective. Ask for details. 













Note: ECONOMIZER, Select Driver Plan, and Motel Policy 
not yet available in every state. 


> Look to Great American for progressive ideas .. . 
new and better policy forms...improved merchan- 
dising methods . . . all designed to foster agency 
growth and build more income for producers. 


GREAT AMERICAN 


INSURANCE COMPANY 


HOME OFFICE: 99 JOHN STREET, NEW YORK 38, N. Y. 
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Analyzes Some Of Forms, Rules, Credits 
Which Make Unnecessary Extra Work, Cost 


C. H. Sullavan, vice-president of the 
Goodman-Segar-Hogan agency of Nor- 
folk, Va., recently analyzed some of the 
procedures in his office to determine 
whether or not they are really neces- 
sary. These examples of “dis-economy” 
he then sent to the presidents of his 
companies. A summary of his analyis 
is presented herewith: 


















































Account selling and account placing are equally im- 
portant to the operation of a successful agency. 
Account selling avoids duplication of coverage, cuts 
costs for your client and is more profitable for you, 


the Independent Agent. 


With the entire account in your 


easiest, most profitable way is to place it all with one 
company. It’s easy because it saves time . . 
duplication of work. It’s profitable because it gives 
you more time to develop new accounts. 


Representing The Employers’ Group, one of the few 


1. Builders risk forms. Failure to 
give reasonable currency to the basic 
builders risk forms compels us to at- 
tach no less than nine separate forms 
to the simplest builders risk policy 
covering fire, EC, and VMM. One 
properly designed form could handle 
the work of all nine. 

In addition, the basic form (1) has 














Account 
Selling... 


Account 
Placing... 
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an obsolete mortgage clause; (2) re- 
quires repeating mortgagee’s name on 
form, though it is shown on policy face; 
(3) contains the automatic reinstate- 
ment clause, which must be typed 
out; (4) omits the loss reduction clause, 
which must be typed in; (5) omits 
appropriate provisions that are con- 
tained in the reporting form, and (6) 
omits the free “waiver of subrogation 
clause,” which is commonly needed. 
Moreover, the basic form is still the 
old-fashioned, labor wasting fill-in 


type, spurning all the benefits of the 
great 


policy writing improvements 












































nationwide multiple line insurance groups, conven- 
ient one-stop service is available to every one of your 
clients. And being The Man with the Plan has many 
other advantages. Trained field representatives assist 


you on every line of insurance. A nationwide net- 


agency, the best, 


. avoids 


work of branch offices, staffed with professional in- 
surance men, stand ready to serve you. 


To give your clients the best service possible, offer 
them one-stop service the convenient, well-planned 
way. To save your valuable time, place your client’s 
entire account with The Employers’ Group. 


THE Employers’ Group OF INSURANCE COMPANIES | 





% > % ra > 
110 MILK STREET Noe 
vom AGENT BOSTON 7, MASSACHUSETTS —— 
The Employers’ Liability Assurance Corp., Ltd. « The Employers’ Fire Insurance Co. * American Employers’ Insurance Co, : : 
The Halifax Insurance Co. of Mass. * The Employers’ Life Insurance Co. of America p iy, 
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| 
contemplated in the policy format re- 
vision of a decade ago. While the form 
has been reprinted since the new policy 
format, it has not been revised since 
July, 1942, over 18 years ago. 

Most forms need form numbers and 
edition dates. Though the forms line 
on the policy face runs nearly across 
the page, it is inadequate for this job 
and we are obliged to force two lines 
of typing in the single space provided. 
I do not agree with those who advise 
ignoring the supplemental forms, an- 
ticipating that the companies will fill 
the void in case of loss. Certainly the 
agent should at least try to draw the 
contract correctly. I do not wish need- 
lessly to test this well known leniency 
of the companies often, or in, say, a 
$20,000 to $200,000 loss. 


Unnecessary Chores 


Extra and unnecessary chores con- 
stitute the very kind of burden which 
makes it almost impossible to train 
new personnel without great effort and 
inconvenience. It is also the kind of 
thing that tends to drive skilled help 
to other businesses where the de- * 
mands are more reasonable. 

(The bureau has indicated that as 
of mid-October new forms would be 
filed. This should put an end to this 
dis-economy. A _ reasonable standing 
program of forms revision would have 
accomplished this years earlier. I sin- | 
cerely hope the new forms will con- 
tain provisions to deal with the very 
common problem in the case of dwell- | 
ings built for sales purposes of con- 
tinuing the coverage beyond comple- 
tion until occupied or the sale is 
closed, and extending it automatically 
to include the interests of purchasers 
under contract in such cases. Lack of | 
these is a very serious defect in the 
present forms and has caused much 
special handling and needless cost to 
cure.) 











Deferred Payment Plan 


2. Deferred premium payment plan. 
Current purchasing habits dictate the 
need for some means of spreading 
premiums for certain insured. DPP. 
while designed to meet that need, un- 
fortunately failed to do it efficiently, 
among other things simply ignoring 
fundamental realities about the cost 
of money. It reduces the buyer’s cost 
while materially increasing the han- 
dling expense, most of which is im- 
posed upon the producer. It is the 
producer who must set up elaborate 
special records for later billing, and it 
is he who must change all these 
records and go through the costly 
mechanics of an absolutely fantastic 
endorsement where changes require 
premium adjustment. (One  conse- 
quence of the needless complexity of 

(CONTINUED ON PAGE 24) 
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= SELL SECURANCE! 


PP, 

ntly, —it’s one of the biggest, one of the most original ideas 

ring 
cost 

ven No wonder management expects that SECURANCE 

the will be that perfect “something extra’ to help put across 

ai Nationwide’s dynamic expansion program. There's room for you 
i 

7 on the SECURANCE bandwagon. Look into a sales career 

uire | with Nationwide. Remember, only Nationwide pitts SECURANCE 


se- 


aes in your Sales portfolio—129 different kinds of insurance, 











to hit the insurance business in the last 50 years! 





plus financing assistance for home and car purchases...and the 
opportunity to sella mutual fund investment program. 

Join the confident sales staff of America’s most progressive 
insurance organization. Write DEAN W. JEFFERS, 


VICE PRESIDENT —SALES, NATIONWIDE, COLUMBUS 16, OHIO 


Nationwide Mutual Ins. Co 


BATION W 1 DE ircnstpnbee 
Nationwide Life Ins. Co 


America’s most progressive insurance organization Home Office: Columbus, Ohio 
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Chicago Board Presents Eugene Gallagher; 
Gallagher Presents Insurance Picture 


Some 175 persons convened last 
week at the Union League Club in 
Chicago at the invitation of Chicago 
Board of Underwriters to meet official- 
ly and hear Eugene F. Gallagher, the 
board’s new manager. Although the 
gathering was practically in the nature 
of a testimonial for Mr. Gallagher, the 
guests did not come away without a 


pretty concise run-down on the state 
of things to come in the insurance 
business, as outlined by Mr. Gallagher. 

“There has probably never been a 
time in our business when we were 
faced with more serious and different 
problems and threats than we are at 
present, at both the local and national 
level,” Mr. Gallagher declared. At the 


state level, a compulsory automobile 
insurance bill will be introduced again 
in the coming legislative year. This, 
despite the unsatisfactory results of 
such laws in Massachusetts and New 
York, he pointed out. 

“Such a bill will have many propon- 
ents and to defeat it will require a lot 
of effort. The irony of the whole thing 
is that a great many uninformed per- 
sons think that the insurance business 
is actually sponsoring such a bill to 
increase the sale of insurance.” To de- 
feat the bill will require effective and 
aggressive work at the legislative 





“Unforeseen events...need not change and shape the course of man’s affairs” 





~+ Yisks of a class, such a company may 


You never know what tomorrow will bring... 


It may bring a burglary, robbery, holdup, accident, or lawsuit—any number 
of things which could ruin you, or your business. There’s no sure way of 
protecting yourself against misfortune, but you can protect yourself 
against its financial effects. Insurance, providing broad coverage 
for both your home and business, is available through your local 
independent agent who represents the Maryland in your community—or your 
broker. He’ll make sure your insurance needs are cared for. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity 
and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


Baltimore 3, Maryland 






+ operate on the sound basis of realizing 





Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of insurance to value. 
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level. It will require concerted action 
and a uniform and impressive front, 
he said. 

Another problem which will come 
to the state of Illinois is when it: is 
asked to give consideration to the rat- 
ing law proposed for the District of 
Columbia by Sen. O’Mahoney and in- 
tended to serve as a model for enact- 
ment by the several state legislatures, 
he declared. “This should be a matter 
of great concern to all of us who are 
interested in the business of insurance. 
In brief, this law virtually does away 
with rate regulation per se. It means 
that practically any company could 
file any rate it wants to and try to live 
with it. It has popular appeal, because 
to one who views the situation super- 
ficially it opens up the entire business 
to free and unbridled competition...” 


Attempt To Correct Evils 


This is considered desirable in al- 
most any type of enterprise, Mr. Gal- 
lagher noted, but insurance is really 
somewhat different. He traced the 
history of state regulation, which came 
about as an attempt to correct serious 
evils existing in the insurance business 
some 50 years ago and said that the 
proposed O’Mahoney bill “may well 
bring about a similar state of chaos.” 

He referred to the days when there 
were no fixed rates and any company 
could charge just about what it wanted 
to, “and while some segments of the 
public seemed to profit temporarily by 
this unsound method, many found that 
they had paid for protection in com- 
panies, which, being greedy for volume 
and unsound in the premiums they 
charged, were bankrupt and out of 
business. It was primarily to overcome 
this evil that laws covering rates and 
company solvency were sought and 
supported by the public.” 


Can Live On Investments 


In the event of passage of the pro- 
posed model law, Mr. Gallagher said, 
“Some large companies with a large 
investment income may be quite will- 
ing to write business at rates which 
will almost guarantee an underwriting 
loss. Yet, by living on investment in- 
come and by being able to select at 
reduced rates only the most attractive 


prosper. This will restrict the market 
for the ordinary risks which do not 
class as unusually desirable. 

“Under this dog-eat-dog competi- 
tion, smaller companies who must 


some underwriting profit may well be 
forced out of business or obliged to 
merge. Thus will the big companies 
get still bigger and the business ap- 
proach closer to a monopoly—which is 
(CONTINUED ON PAGE 31) 
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0 | Who is he? Editors call him the Backbone of America. Politicians call him the 
Majority Vote. Economists call him the big Middle Income Market. 


He’s a prominent man in the State Farm picture. Our agents write much of his car 


| insurance—and as a result are serving at the same time his long unfilled needs 

for life and home insurance. For him, our agent is the Family Insurance Man. With 
; | buyers in higher economic levels too, the same State Farm agent has ably earned 
«| his reputation as a man who knows his business and does it well. 


URE 





STATE FARM 
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INSURANCE 











STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY and companion companies, State Farm 
Life Insurance Company and State Farm Fire and Casualty Company. Home Offices: Bloomington, il. 
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TYPICAL TWO-WAY INFORMATION FLOW 
BETWEEN CONTROL AND FIELD 


First at ROYAL-GLOBE- 
the CONTROL ENGINEER 


To provide coordinated service to multiple-location accounts, 
Royal-Globe’s Loss Prevention & Engineering department has 
developed the unique concept of a control engineer. Stationed near 
a client’s headquarters, the control engineer collects reports and 
data from those of our 250 field engi- : 
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neers who work in the client’s plants. cH 
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When needed, he calls into play (A) 9 
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our New York testing laboratory, > sxc 

(B) our extensive instrumentation — okt rr 
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nate plans, and relays this vital infor- 


tectors, etc. — and (C) our IBM loss 
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analyses. He then summarizes and 
comprehensive form. This is Royal- | 
Globe's control engineer. If you want | 
to sell insurance that needs engineer- 
ing service, call Royal-Globe today! 


and your versatile 








GLOBE © 


INSURANCE GROUP New York 38, New York 


ROYAL )NSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Conventions 


Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel. New York 

Nov. 30, Insurance Federation of New York, 
annual luncheon, Waldorf-Astoria, New York 
City. 


Dec. 1-2, Conference of Mutual Casualty Com- 
panies, accounting & statistical, office meth- 
ods & personnel meetings. Conrad Hilton 
Hotel, Chicago. 


Dec. 1-2, Insurance Advertising Conference, 
or ei Statler-Hilton Hotel, Washington, 
Dec. 28-30, American Assr of University 


Teachers of Insurance, annual, St. Louis. 


1961 


Jan. 9, International Federation of Commercial 
Travelers Insurance Organizations, midyear, 
Edgewater Beach Hotel, Chicago. 

Jan. 13-15, National Assn. of Claimants’ Com- 
pensation Attorneys’ Bar Assn., midyear, 
Arizona Biltmore Hotel, Phoenix. 

Feb. 9-10, Conference of Mutual Casualty Com- 
panies, fire conference, Conrad Hilton Hotel 
Chicago. 

Feb. 13-15, Health Insurance Assn., 
surance forum, Biltmore Hotel, 
City. 

Feb. 22-24, Michigan agents, midyear, Statler- 
Hilton Hotel, Detroit. 

March 9-11. Tri-State mutual agents of Penn- 
sylvania, Marvland & Delaware, annual, 
Penn Harris Hotel, Harrisburg. 

March 12-15. National Assn. of Mutual Insur- 
ance Agents & Texas mutual agents, com- 
bined midyear. Shamrock-Hilton Hotel, 
Houston. 

March 13, Rhode Island agents, midyear, Sher- 
aton-Biltmore Hotel, Providence. 

March 14, New Jersey agents. midyear, Cherry 
Hill Inn, Haddonfield. 

March 17-18, Mississippi mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park. 

March 23-24, Conference of Mutual Casualty 
Companies, underwriting conference, Conrad 
Hilton Hotel, Chicago. 

April 9-13, National Assn. of Surety Bond Pro- 
ducers, annual, St. Francis Hotel, San Fran- 
cisco. 

April 16-18, Eastern Agents Conference, annual 
Sheraton Hotel, Philadelphia. 

April 17-18, Ohio mutual agents, annual, Neil 
House Hotel, Columbus. 

April 17-19, National Assn. of 
Agents, midyear, Philadelphia. 
April 20-21, Southern Claims Conference, an- 

nual, Dinkler-Plaza Hotel, Atlanta, Ga. 

April 23-27, American Assn. of Managing Gen- 
eral agents, annual, Camelback Inn, Phoenix. 

April 27-28, National Assn. of Casualty & 
Surety Agents, midyear, Sheraton-Belvedere 
Hotel, Baltimore. 

May 3-5, Casualty Actuarial Society, midyear, 
Concord Hotel, Kiamesha Lake, N. Y 

May 4-5, Conference of Mutual Casualty Com- 
panies, claim conference, Conrad Hilton 
Hotel, Chicago. 

May 17-9, Alabama agents, 
Erskine Hotel, Huntsville. 

May 7-9, Virginia & D. C. mutual agents, an- 
nual, Williamsburg Inn, Williamsburg. 

May 7-10, New York State agents, annual, 
Syracuse Hotel, Syracuse. 

May 8-10, Health Insurance Assn, 
Biltmore Hotel, New York City. 

May 9, Assn. of Casualty & Surety Companies, 
annual, Waldorf-Astoria, New York City 

May 12-13, Mountain States mutual agent, an- 
nual, Harvest House, Boulder, Colo. 

May 12-13, Oklahoma agents, annual, Biltmore 
Hotel, Oklahoma City. 

May 14-16, Iowa agents. annual, 
Des Moines. 

May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 

May 17, National Assn. of Independent Ad- 
justers, Sheraton Towers Hotel, Chicago. 

May 18-19, Arkans»s Agents, annual, Arlington 
Hotel, Hot Springs. 

May 18-20, Texas agents, annual, 

May 
Companies, annual, 
Chicago. 

May 22-24, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 25, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York City. 

June 4-9, National Assn. of Insurance Com- 
missioners, annual, Bellevue Stratford Hotel, 
Philadelphia. 

June 12-14, International Assn. of A. & H. Un- 
derwriters, annual, Waldorf Astoria Hotel, 
New York City. 

June 15-16, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

tune 15-17, Georgia agents, annual, 
Oglethorpe Hotel, Savannah. 


group in- 
New York 


Insurance 


annual, Russell- 


annual, 


Savery Hotel, 


Galveston. 


22, National Assn. of Mutual Casualty 
Edgewater Beach Hotel, 


General 


June 15-17, Mississippi agents, annual, Edge- 
water Gulf Hotel, Eigewater Park. 
June 18-21, Conference of Mutual Casualty 


Companies, management conference. Hershey 
Hotel, Hershey, Pa. 

June 26-28, Virginia agents, annual, The Home- 
stead, Hot Springs. 
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What 
motivates 

the fire | 
insurance 

buyer? 


The man buying fire insurance wants first 
to protect his property values. Then he 
wants to be sure he is not paying more 
than he needs to for this protection. 

All too often he is likely to consider the 
valuation of the property mainly as a fac- 
tor which determines how much premium 
he must pay and, therefore, may be con- 
tent with a rough estimate of value. Rough 
estimates create a false sense of security, 
are incapable of substantiation and ex- 
pose the property owner to unnecessary 
hazards in the support of coinsurance or 
proof of loss. 

American Appraisal Service provides 
two basic elements of a sound insurance 
program: 








1. Adequate data for buying insurance. 
2. All necessary data for proof of loss. 


Recommending American Appraisal 
reports is good customer relations, 
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Home Office: Milwaukee 1, Wisconsin 
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DALE & COMPANY LIMITED 
Head Office 
Dale House 710 Victoria Square. Montreal 
COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS . . . MONTREAL 
Offices at 
Halifax, Moutreal, Toronto, Winnipeg, 
Edmonton, Calgary, Vancouver 











ROBERT |. BUSHNELL 
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Hoydens Hill Road Fairfield, Connecticut 
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Fosse Gives One Word Message-Sell 


(CONTINUED FROM PAGE 6) 
to avoid pricing itself out of the mar- 
ket. 

“We cannot have rates competitive 
with pure premium mutuals—ever,” 
Mr. Fosse stated. But the rates will be 
even further apart if the present at- 
titude is continued, towards mainten- 
ance losses that erode away premiums, 
leaving so little for the real purpose of 
insurance—protection against cata- 
strophe. 

The “when” of farm insurance sell- 
ing is daily, Mr. Fosse said. An agent 
must hold to a minimum the time he 
devotes to collections. He should ask 
for money at the very time the sale 
is clinched; the psychology of the thing 
would seem to indicate that this is the 
ideal time—after all, the farmer has 
just been sold. The agent might do well 
to remember the old adage: “If I start 
giving my profits to friends, how can 
I hope to make a living off my en- 
emies?”’ Most agents will agree that 
a slow pay individual takes on the com- 
plexion more of an enemy than a 
friend. 


Hire Someone For Detail 


Sales objectives cannot be achieved 
behind a desk, Mr. Fosse said. If de- 
tail is keeping the agent there, he 
might consider getting someone to do 
what he may not be very good at any- 
way. If the agent is not a sales type, 
he might as well resign himself to 
staying behind the desk. 

The “where” of selling, Mr. Fosse 
noted, is almost anywhere. But it does 
help to get the farmer at his farm. It 
is simpler to do a good job of under- 
writing when the agent is actually on 
the place to be insured. If he can con- 
vey to his company a real mental 
image of the farm to be insured it will 
be of value to both. The agent can 
make the annual collection a tri-pur- 
pose call: Collection, underwriting and 
sales. 

Too many agents make sales over the 
office counter or by way of telephone 
calls. This is no way to do a proper 
job of underwriting. For greater sales 
and better experience, the agent must 
sell in the country, the speaker stated. 

Finally, the “who” of selling—which 
has not changed its basic identity, de- 
spite what some people refer to as the 
disappearance of the family farm as 
the backbone of American agriculture. 

The family farm unit requires much 
more in the way of insurance service, 





Sutton Is Buffalo 


State Agent In N.J. 


Buffalo has appointed H. David Sut- 
ton multiple line state agent in New 
Jersey. He will operate from the New 
York branch where he will be as- 
sociated with John J. Brady, manager. 

Mr. Sutton began his career with 
London Assurance in 1933. Subse- 
quently he was an inspector with 
Factory Insurance Assn. before joining 


as, indeed, any other business does 
these days. Some lend themselves to 
a package approach; some few special- 
ized operations will no doubt be spe- 
cifically rated. But for the most part 
the farm business will continue to grow 
bigger, better managed, better capi- 
talized, more competitive and, if a 


free agriculture is to survive, less in- 
clined to turn to politicians for solu- 
tions to its problems. 

The consolidation into larger farm 


unit operations does present certain 
problems to the insurance business, 
most notably those abandoned and 
unoccupied premises for which insur- 
ance is desired. Such buildings must 
be appraised and insured as such, if 
at all. Agents can here serve their 
companies well by complying with un- 
derwriting requirements. 


Obliged To Change 


Finally, to perform the insurance 
service needed by a changing agricul- 
ture, the business is going to be ob- 
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liged to change methods, forms and 
attitudes. It is no longer going to be 
possible to look upon a farm risk as 
merely an extended dwelling risk, 
insuring it with the casualness once 
typical of the standard dwelling risk. 
The business has been too slow to con- 
ceive farm risks as more nearly ap- 
proximating manufacturing risks. It 
must recognize operators and man- 
agers of farms as business men who 
can and must understand much more 
of the intricacies of the insurance bu- 
siness, Mr. Fosse concluded. 
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GENERAL OF AMERICA AGENTS CHARLES FLINN AND LYLE GRAY, OF THE FLINN AND GRAY INSURANCE AGENCY, PALO ALTO, 


CALIFORNIA SAY: 


" The GEN. ERAL 2S Our spear . » - and we use it to win the best risks over 
all types of competition. With the GENERAL/’s broad contracts, low rates, advanced 


packaging and exceptional claims record, we know we've got the edge...so we sell it!” 


GENERAL, SAFECO and LIFECO provide Flinn and Gray with a set of sales tools that 
forge profits in the face of “all types of competition.” Put these tools to work for your 
agency. Write today for full information on GENERAL/SAFECO/LIFECO personal and 


commercial insurance. 


COSC CHE EHH HEH EEE LES HES OSES OHOHSOHOOSS, 


General Insurance Company of America 
General Insurance Bldg., Dept. 711 
Seattle 5, Washington 

Tell me more about the profit story of 
GENERAL/SAFECO/LIFECO! 


neer. He later became supervisor of 
the company’s inspection and survey 
department. More recently he was a 
special agent with American in Ken- 
tucky, New Jersey and eastern New 
York and then special agent of Glens 
Falls in New Jersey. 
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GAB Has New Mesa, Ariz., Office 

General Adjustment Bureau has 
opened a new office in Mesa, Ariz., at 
41 East Main Street. William G. Mc- 
Intosh, for the past year with the 
Phoenix and Tucson branches will be 
manager. 
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AeNATIONAL UNDERWRITER 


Claim Department Tries Unique Solution To 
Chicago's Staggering Backlog Of Lawsuits 


Chicago and Cook County courts 
have such a backlog of lawsuits that 
the disposition of claims by litigation 
may take anywhere from five to ten 
years. This has been common knowl- 
edge for some time. But now one com- 
pany’s claim department has attempted 
to solve this problem with a unique 
plan. 

R. R. Hourigan, Chicago claims man- 
ager for General Accident group, re- 
ported to the November meeting of 


Casualty Adjusters Assn. of Chicago 
that his department decided to take 
the initiative. Accordingly, his depart- 
ment sent letters to all attorneys who 
represented the company’s various 
claimants suggesting they call the 
claim office in order that negotiations 
might be entered into on all claims, 
regardless of their stage, that war- 
ranted settlement. 

Mr. Hourigan said there seems to be a 
popular misconception that an im- 


mense backlog of lawsuits is in the 
interest of insurance companies and 
that it is the desire of companies that 
it continue to exist. Nothing could be 
farther from the truth. Delay in the 
disposition of claims not only increases 
their cost, but adds immeasurably to 
the companies’ expense of operation. 

“Some people erroneously suggest 
that companies would rather enjoy the 
investment income on their loss re- 
serves than dispose of them at an early 
stage, Mr. Hourigan stated. However, 
since the average cost of paid claims 
has been increasing at a rate in excess 
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Field representatives are carefully selected and trained to assist Aetna Casualty agents 


The above advertisement is currently appearing in a 
magazine read by Placement Officers in leading colleges 
and universities throughout the country. This type of 
advertising represents just one method employed by 
AEtna Casualty in its continuing program of reaching the 
promising college graduate—or those who influence him 
—to tell of this challenging career opportunity open to 


outstanding young men. 


Through campus interviews, ads in college news- 
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papers, recruiting literature and referrals, top-notch 
candidates are selected for enrollment in the Company’s 
formal training program for field representatives. Here 
they learn the many selling and operational techniques 
necessary for success. 

When graduated, these men are fully qualified to join 
Etna Casualty’s alert nationwide field force; ready and 
able to provide the kind of assistance which agents have 
come to expect from an Etna Casualty fieldman. 
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of 342% per year and since companies 
do not enjoy an average return of 342% 
on their reserve investments, the pro- 
longation of the disposition of claims, 
with the added expense that resulis, 
is a real factor in increasing the under- 
writing losses which companies have 
been experiencing. Furthermore, in no 
well-managed company does the in- 
vestment program in any way influ- 
ence the claim policies which are fol- 
lowed. 

Mr. Hourigan said that of the at- 
torneys contacted, only some 40% re- 
sponded. This, he said, was in direct 
contradiction to statements made by 
plaintiffs’ attorneys in local news- 
papers to the effect that they are 
anxious to discuss their cases with 
insurance companies, but that such 
companies refuse to cooperate. 

In any case, conferences were ar- 
ranged with those attorneys who did 
respond. Results were encouraging. 
The company’s records indicate an 
increase of approximately 250 settle- 
ments over identical periods in prior 
years; furthermore, a decrease in new 
suits is apparent. On a good many 
other cases which were not settled, 
offers have been made that attorneys 
say are satisfactory to them and are 
being submitted to their clients for 
approval. Needless to remark, there 
were some cases where the views on 
liability were such that agreement 
was impossible. 


One Impediment 


Mr. Hourigan said that during the 
course of these conferences, it was 
obvious there was one real impediment 
to the negotiation of settlements in the 
early stages of a claim and even in 
cases that had been pending for some 
time. In a great many instances, the 
company could not obtain, and plain- 
tiff’s counsel could not supply, a de- 
tailed and complete statement of his 
client’s damages, medical expenses, 
employment, loss of earnings, etc. 
Sound appraisal of these claims was 
therefore impossible and _ settlement 
negotiations could not be carried on. 

This new attempt by General Acci- 
dent to cut the backlog of suits has 
met with the approval of the judges 
handling negligence cases as well as 
expressions of their cooperation, Mr. 
Hourigan stated. The same attitude 
has been expressed by a great many 
of the claimants’ attorneys. The com- 
pany has been pleased with the results 
of its efforts and will continue to at- 
tempt to establish complete rapport 
with all attorneys in such matters. 


General Adjustment 


Promotes H. W. Devine 

General Adjustment Bureau has pro- 
moted Harold W. Devine, with the 
Cheyenne branch since 1947, to man- 
ager at Greeley, Colo., succeeding R. L. 
Van Dyke there. The latter moves to 
the Phoenix office. 


Jones Names Malasky At Detroit 

R. L. Jones & Co., insurance man- 
agers at Detroit, has named John A. 
Malasky an account executive. For the 
past four years he has been a special 
agent for American group and prior 
to that had been with Michigan In- 
spection Bureau. 
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HzeNATIONAL UNDERWRITER 


Commercial Property Coverage Program Undergoes Many Changes 


(CONTINUED FROM PAGE 1) 
back and forth being necessary to un- 
derstand the coverage. There are vari- 
ous endorsements for special situa- 
tions and several blanks for submis- 
sion of information for rating and un- 
derwriting. 


Covers All Details 


The special manual for commercial 
property coverage covers virtually all 
details. This includes details of rating 
for most risks—excepting wholesalers, 
risks with gross sales of more than 
$1 million, those with relatively high 
self-transit requirements and_ those 
with relatively high salesmen’s ex- 
posure. Of note, all rules governing 
reporting form risks are now in the 
commercial property manual, in con- 
trast with the older edition which re- 
quired cross-reference to the multiple 
location rating plan in numerous cases. 

One of the major areas of change 
in the 1960 revision is in eligibility, 
now considerably expanded—reflect- 
ing the growing interest in commer- 
cial property coverage. Essentially the 
program is intended for business 
principally devoted to buying and 
selling of goods, wares and merchan- 
dise. This, according to IRIC, is to 
contrast with concerns which are 
principally engaged in the manufac- 
ture or processing of property. How- 
ever, expanding the potential market 
considerably, the latest rules permit 
writing coverage for an _ otherwise 
eligible account which engages in 
manufacturing or processing only in- 
cidentally. As much as 25% of annual 
gross sales may be from the sale, 
lease, rental or use of products of the 
insured’s own manufacture. Beyond 
that, the account becomes ineligible. 


List Of Ineligible 


There is a detailed list of risks for 
which commercial property coverage 
may not be written. These include 
dealers for whom standard inland 
marine contracts are available, cer- 
tain risks for which the program is 
obviously not intended—farms, hotels, 
theaters, etc.—risks which are eligible 
for fire rating under special schedules 
such as those for petroleum properties, 
utilities, etc., and certain dealers for 
whom this program would involve 
especially difficult problems of cover- 
age and underwriting—pet shops, 
pawnbrokers, second hand shops, flor- 
ists, etc. 

The rule proscribing inland marine 
risks specifies “any account of a class 
defined by the state insurance super- 
visory authority as marine or inland 
marine.” In most states, this elimi- 
nates jewelers, furriers, camera deal- 
ers, musical instrument dealers, deal- 





RECOMMENDED CLAIMS 


POSITIONS 
M. West Regional Mgr. $18,500 
East Claims Mgr. $13,000 
M. West Long Haul Mer. $12,000 
East Fire Loss Mgr. $12,000 
East Comp. Clms. Mgr. $10,000 
M. West B.1. Clms. Supv. $ 9,000 
M.West Bond Clms. Supv. $ 8,000 
M. West Field Adjuster $ 7,500 
Mo. Cas. Clms. Adj. $ 6,600 


Listings typical of openings in all areas of 
the country. Write for "HOW WE OPERATE”. 
No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 
330 S. Wells 








Chicago 6, Illinois 





ers in agricultural equipment and im- 
plements and dealers in certain types 
of construction equipment. The once 
prominently discussed “seven classes” 
of the dealers section of the IMIB 
manual survive only in Texas, Wis- 
consin and the District of Columbia. 
These are dealers in household ap- 
pliances, office machinery and sup- 
plies, heating and air conditioning 
equipment, sporting goods, industrial 
machinery and tools (not in Texas), 
professional or scientific instruments 
and marine supplies. 

An important prohibition, essential- 
ly unchanged but probably clarified 
by the rule covering incidental manu- 
facturing, is that of risks which are 
predominantly of a bailee, installa- 
tion, repair or service nature. This 
rules out a concern which is funda- 
mentally an appliance repair shop, for 
example, where there is some sale of 
appliances. But, a risk is eligible if 
the service or bailee functions are 
only incidental. An example would be 
an appliance sales organization which 
also maintains a repair shop. 


New Territorial Definition 


The new territorial definition of 
commercial property is _ interesting, 
what with the admission since the last 
revision of Alaska and Hawaii. Under 
the current language, property is cov- 
ered anywhere within “the 48 con- 
tiguous states of the United States, 
the District of Columbia” and in tran- 
sit between the contiguous states or 
the District of Columbia and Canada. 
The effect is the same—no coverage at 
locations in Hawaii or Alaska (or the 
territories) or on property in transit 
between the mainland and these new 
states. 

Perhaps the most noteworthy single 
change—if it is not the liberalizing of 
the eligibility rule—is that cover on 
furniture and fixtures, formerly op- 
tional, is now included automatically. 
Previously, there was a blank in the 
form, followed by an appropriate def- 
inition of furniture and fixtures, but 
only the cover on merchandise was 
required. Now, the single property 
definition is broad and _ general— 
“personal property usual to the con- 
duct of the insured’s business”—and 
furniture and fixtures may not be re- 
moved. 


Improvement Situation Same 


The situation as respects improve- 
ments and betterments is about as be- 
fore, viz., optional. However, to re- 
move it from coverage, it is necessary 
to use an endorsement. 

The personal property coverage ap- 
plies to property owned by the insured 
and similar property of others held 
by the insured if he is liable for it. 
The older form contained a 5% ex- 
tension applying to personal effects 
of the insured and others, as to cer- 
tain specified perils. This extension 
has been omitted from the 1960 forms 
and the expression “usual to the con- 
duct of the insured’s business” makes 
it apparent that there is no longer any 
intent that personal effects be cov- 
ered, whether they belong to the in- 
sured, employes or others. 

Another extension which has been 
eliminated in the new forms is that 
covering general average and salvage 
charges. This ties in with a consider- 
able contraction of the water trans- 
portation protection. Heretofore, there 
was no coverage while waterborne on 
coastwise, intercoastal or overseas 
vessels. The 1960 version of this ex- 
clusion applies to property while wa- 
terborne, the only exception being 


ferry operations incidental to other 
modes of transportation. 

Several changes have been made in 
the limitations affecting certain types 
of property. As before, there is a limit 
of $1,000 per occurrence on furs and 
fur garments, and on jewelry, watches, 
and precious alloys or metals. (If the 
insured desires, these can be excluded 
altogether.) This limitation applies 
only to loss by perils other than fire, 
lightning, aircraft, explosion, riot, 
civil commotion, smoke, vehicles, 
windstorm or hail to property con- 
tained in a building, vandalism and 
malicious mischief and leakage or ac- 
cidental discharge from automatic 
sprinkler systems. The 1957 counter- 
part did not except vandalism and 
sprinkler leakage. Hence, the 1960 
coverage is broader in these respects. 


Made Less Cumbersome 


A mechanical change which makes 
the new commercial property cover- 
age forms somewhat less cumbersome 
is the use of the term “specified 
perils” throughout the various limita- 
tions, with the term defined at the 
end of the section. Previously the 
perils to which a given limitation did 
not apply were listed immediately fol- 
lowing that limitation. The definition 
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Ernest Pavy (left), new manager 
Arkansas Inspection & Rating Bureau, 
has taken over his duties to succeed 
Walter Plangman, who has been in 
charge of the bureau since 1949 and 
who has joined Missouri Inspection Bu- 
reau as manager at St. Louis. Mr. Pavy 
has been with the Indiana bureau since 
1939, as assistant manager since 1954. 





includes the perils of fire, EC, VaMM 
and sprinkler leakage coverages. How- 
ever, none of the various provisions 
applicable to these in the separate 
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forms is stated in this definition. 

Since the eligibility rules for com- 
mercial property coverage have been 
expanded to include risks with in- 
cidental manufacturing or processing 
operations, coverage of patterns, dies, 
molds, models and forms is now in- 
cluded. There is a limit of $1,000 per 
occurrence on this property, not sub- 
ject to exceptions, i.e., applying to loss 
by any peril. There is no manual rule 
permitting patterns, molds, _ dies, 
models and forms to be excluded. 

Live animals, birds and fish held for 
‘sale or delivery after sale are covered 
against death or destruction directly 
resulting from or made necessary by 
the “specified perils.” The limitation 
is so worded as to eliminate coverage 
of these if held for any purpose other 
than sale or delivery after sale. An- 
imals, birds and fish may be excluded. 
The 1957 commercial property cover- 
age forms were somewhat more lib- 
eral, their protection extending to the 
general all risks coverage and not be- 
ing limited to certain perils. 


Trees, Lawns Excluded 


Trees, lawns and growing crops are 
excluded. However, as to the “speci- 
fied perils,’ there is coverage on 
shrubs and plants for sale or delivery 
or used for decorative purposes with- 
in buildings. The current forms are 
slightly less broad, since there is pro- 
tection only as to the “specified 
perils,” not against all risks. The ex- 
clusion of trees, lawns and growing 
crops expressly applies even if such 
property is nursery stock. Shrubs and 
plants may be excluded by endorse- 
ment. 

There is “specified perils” protec- 
tion of breakage of glass, glassware, 
statuary, marbles, bric-a-brac, por- 
celains and other articles of a fragile 
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or brittle nature. An interesting ex- 
ception is breakage of bottles or simi- 
lar containers of property for sale, or 
sold but not delivered. These are co- 
vered on an all risks basis and not 
merely against fire, lightning, explo- 
sion, etc. Under the 1957 forms, there 
were occasional questions about re- 
latively costly losses resulting from 
collapse of a shelf or rack of bottled 
liquor, perfume or other expensive 
bottled liquids. The new exception ap- 
parently eliminates such arguments 
for the future. The limitation of 
breakage of glassware, etc., to the 
“specified perils” also excepts lenses 
of photographic or scientific instru- 
ments, such lenses being covered on 
an all risks basis. 


Glassware Breakage Differs 


The approach to breakage of glass- 
ware, etc., was different in the 1957 
forms. Such loss was excluded, sub- 
ject to an exception of certain perils. 
Comparing these, the “specified perils” 
cover of the 1960 forms provides pro- 
tection against breakage by one peril 
not previously covered—sprinkler 
leakage—but the new forms do not 
cover breakage by collision, upset or 
overturning of a conveyance, water 
damage, burglary or robbery, where- 
as the old forms did. 

Neon, automatic or electric signs 
may be excluded by endorsement. 
Otherwise, coverage on such signs not 
held for sale is limited to the “speci- 
fied perils” less vandalism. If neon 
signs, etc., are part of the insured’s 
stock, they are covered on an all risks 
basis. 

There are no apparently significant 
differences between the deductible 
clauses of the two editions of com- 
mercial property coverage. As before, 
the deductible is mandatory—in an 
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MODERN OFFICE SPACE 
Macon, Georgia 


Locate your Southeastern headquarters in the 
new Insurance Company of North America 
Building. An entire floor totaling 30,000 sq. 
ft. now available for leasing as single block or 
in minimum blocks of 7,500 sq. ft. All services 
included plus off-street parking. 


For illustrated brochure write: 


FICKLING & WALKER, INC., Agents 
240 Second St—Macon, Georgia 








COMMERCIAL CASUALTY UNDERWRITER 


Must have at least five years experience under- 
writing general liability, fleets, etc. Married, 
age to 40 with some college preferred. Salary 
above average if you qualify. Excellent company 
benefits and advancement opportunities. This is 
a chance to join one of the Nation's largest 





stock comp Send « lete resume to— 
Personnel Department 
P.0. Box 6807 


Houston, Texas 


FIRE & INLAND MARINE 


Underwriter or Special Agent wanted for 
Property Department. Write Mr. Fraser, 
Confidential, Fred. S. James & Co., Union 
Trust Building, Pittsburgh 19, Pa. 








CASUALTY MANAGER AVAILABLE . . . PREFER 
CENTRAL OHIO OR CINCINNATI AND NORTHERN 
KENTUCKY AREAS. 


Good organization and production man, 16 
years experience, able to increase or build your 
volume. Write Box U-76, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








FIELDMAN POSITION 
WANTED IN DETROIT 
Former special agent, multiple-line, 32 years 
old, college graduate with inspection bureau 
and fire engineering background wishes to get 
back into the field. Write Box U-77, National 
— 175 W. Jackson Blvd., Chicago 4, 

Illinois. 








MANAGING er WANTED 
SURPLUS LINE COMPANY 


Looking for Aggressive Representation 
SPECIAL LINES—SURPLUS & EXCESS COVERAGE 


Write Box U-27, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 


GENERAL AGENCY WANTED 


By Multiple-Line Company Branch Manager— 
purchase on renewal basis or will consider 
partnership if over $150,0000—IIlinois, Indiana, 
Ohio, Wisconsin—adequate capital, excellent 
references. Replies confidential. Write Box U-80, 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Illinois. 





amount of $50, per loss, on an account 
basis. This applies only to losses other 
than those by fire, lightning, aircraft, 
explosion, riot, civil commotion, 
smoke, vehicles, windstorm or hail to 
property in a _ building, vandalism, 
sprinkler leakage, burglary or robbery 
or loss of or to property in transit 
while in the custody of carriers for 
hire; or loss resulting from collision, 
upset or overturn of a motor vehicle. 


Compared With ’57 Edition 


In the 1957 edition, the deductible 
also excepted property in custody of 
bailees and the transportation feature 
—collision, upset or overturn—applied 
to “a conveyance,” rather than merely 
to “a motor vehicle,” as now. 

A noteworthy change in the limits 
of liability section of the new forms— 
it is now necessary to establish a sep- 
arate limit on property in the care, 
custody or control of salesmen away 
from the premises. 

The coinsurance clause of the non- 
reporting form now applies on a per 
location basis, as respects the sched- 
uled locations, thus differing from the 
older form, in which it applied over- 
all. As before, the measurement is 
over-all as to “elsewhere” locations— 
those not owned, leased, operated or 
regularly used by the insured. 

Various of the exclusions have been 
reworded. The exclusion of property 
shipped by mail newly specifies that 
it applies from the time it passes into 
the custody of the post office depart- 
ment, apparently to avoid argument 
about property being taken to the post 
office by the insured or a contract 
carrier. 


Effect Is About Same 


The exclusion dealing with automo- 
tive vehicles, watercraft and aircraft 
has been revised considerably, but the 
effect is approximately the same. Au- 
tomobiles, motor trucks, trailers, semi- 
trailers, motorcycles, motor scooters; 
similar vehicles licensed for highway 
use; watercraft (including motors, 
equipment and _ accessories) while 
afloat and aircraft are excluded. But, 
if held for sale or sold but not de- 
livered, there is coverage of motor- 
cycles and motor scooters and trailers 
designed for use with private passen- 
ger vehicles for general utility pur- 
poses or carrying boats. Previously, 
the exclusion of automobiles, motor 
trucks and trailers applied only to 
those licensed for highway use or held 
for sale. The practical importance of 
this change seems limited to the prob- 
ably rare case of an insured who has 
a car or truck used exclusively on his 
own premises—if no license would be 
required in the circumstances—and 
definitely not for sale. He now needs 
separate coverage. 

Several exclusions—loss caused by 
work upon the property, electrical dis- 
turbance to electrical equipment, etc. 
—have been altered by changes in the 
ensuing damage to which they do not 
apply. These changes do not seem sig- 
nificant. 

There is a new exclusion of loss 
caused by faulty materials or work- 
manship. This exclusion excepts en- 
suing loss by fire or explosion. 

There are several changes in the 
exclusion dealing with inherent vice, 
wear and tear, etc. In the new edi- 
tion, this reads “inherent vice, wear 
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and tear, marring or scratching, grad- 
ual deterioration, moths, vermin, 
dampness or dryness of atmosphere, 
change in temperature, rust or cor- 
rosion.” There are several omissions, 
as compared with the previous lan- 
guage. These are change of flavor, 
odor, color, texture or finish; evapora- 
tion, shrinkage or loss of weight; 
freezing, contamination; gas or smoke 
from agricultural or industrial opera- 
tions; smog. Also, this exclusion pre- 
viously did not apply to loss caused 
directly by or resulting from physical 
damage to the property covered, or to 
premises or conveyances containing 
such property, by a peril not other- 
wise excluded. The omission of this 
exception appears to result basically 
from a desire to simplify the form, 
which also seems to account for the 
omission of change in flavor, etc. 


Should Clear Up Argument 


One omission from the perils ex- 
cluded in the paragraph under dis- 
cussion—that of freezing—should clear 
up an argument which came up a 
number of times with the older lan- 
guage. Since the commercial property 
coverage forms are intended to be 
broad and comprehensive—replacing a 
number of contracts for many risks— 
it seemed illogical to many insurance 
men that freezing, perhaps the most 
common cause of water damage and 
sprinkler leakage losses, should be ex- 
cluded. It is understood that insurers 
generally interpreted this language 
broadly—paying water damage and 
sprinkler leakage losses resulting from 
freezing—but controversy arose in at 
least a few instances. Though the cur- 
rent exclusion of loss caused by 
change in temperature could still 
cause some difficulty on this score, it 
seems improbable. 

The exclusion of property in or on 
an unattended motor vehicle has been 
altered considerably. It now applies to 
loss from an unattended private pass- 
enger type automobile, station wagon, 
motorcycle or motorscooter—hence, 
not property taken from a truck or 
trailer. As previously, there is cover- 
age if the property is taken from a 
fully enclosed and securely locked 
body or compartment by forcible en- 
try, evidenced by visible marks. The 
exclusion is inapplicable to property 
in the custody of carriers for hire, but 
it does apply to property in the cus- 
tody of other bailees, excepted in the 
older forms. 

Rating of commercial property cov- 
erage is handled on an account basis, 
as before. The final rate—designated 
the “account rate”—is indivisible. The 
manual sets out the method of com- 
puting it, thus making it possible for 
the insurance man to establish the 
cost in interesting a prospect. He may, 
if necessary, actually write the policy 
at the rate he computes, but the rate 
is then designated as “tentative.” Ac- 
tual promulgation must be by the rat- 
ing bureau. 


Holds A&S Case Clinic 


A case clinic devoted to special 
problem cases of member companies 
was held at the November meeting of 
Illinois A&S Underwriters Forum at 
Chicago. Dr. Clement Martin, medical 
director of Continental Casualty, mod- 
erated the discussion. 





BOND FIELDMAN 


Fidelity & Surety Bond man for Washington, 
D.C. to assume position as Bond Manager. 8 to 
10 yrs. field and underwriting experience neces- 
sary in all phases of the Bond business. Contact 
Personnel Dept. American Casualty Co., Read- 
ing, Pa. 








FLEET UNDERWRITER 


A medium sized Casualty company located in 
mid-west is interested in a Fleet Underwriter 
with extensive fleet experience and one capable 
of assuming a top underwriting position of all 
casualty lines in the future. Salary open. Write 
Box U-82, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








FOR SALE 


Small town general agency located in central 
Illinois. Established for several years and doing 
a volume of $32,000.00. Representing mostly stock 
companies. No other competition close. Write 
Box T-97, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female 


All Lines 
3055 Wilshire Blvd. Los Angeles 5 
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AteNATIONAL UNDERWRITER. 


Conn. General May Not Buy Fire Company 


(CONTINUED FROM PAGE 4) 
tions as are to be found in section 193, 
but instead such prohibitions were ex- 
pressly recognized and reserved. 

“Thus, subdivision 1 of section 193, 
when considered together with the in- 
vestment limitations of section 93, has 
the effect of prohibiting domestic life 
insurers from even raising the ques- 
tion of whether they might escape the 
prohibition of the former section 
through the device of the subsidiary. 
It is equally plain that the legislature 
intended that the similar prohibition 
in subdivision 2 of section 193 should 
be construed together with the invest- 
ment limitations of section 90. Thus 
considered, each complements the oth- 
er—the latter dealing with invest- 
ments and the former with doing busi- 
ness.” 

The court concluded that, while sec- 
tion 90 after its amendment in 1958 
permitted wider latitude in invest- 
ments, there was no intention by the 
legislature that a foreign insurer 
should be permitted to acquire a con- 
trolling interest in a fire and casualty 
company. 


Two Fire Subsidiaries 


In reference to Connecticut Gener- 
al’s point that it did not enjoy “equal 
protection under the law,” because two 
life companies (Aetna Life and 
Travelers) had for 50 years fire and 
casualty subsidiaries operating in New 
York, the court said the issue should 
not be decided on this fact, conclud- 
ing, “Conventional remedies exist for 
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any party claiming to be aggrieved by 
the action of the respondent in contin- 
uing to renew the licenses of the two 
foreign insurers in question.” 

Justice Eager, in his dissenting opin- 
ion, noted it was conceded that there 
is no provision in sections 42 and 193 
or elsewhere in the insurance law ex- 
pressly saying that a life company 
shall not acquire and own all or sub- 
stantially all of the controlling stock 
in a fire and casualty company. 

He said, “The position of the super- 
intendent of insurance is that the con- 
trol by a foreign life insurer of a fire 
and casualty insurance company, 
though not expressly proscribed by the 
statute, would have the effect of vio- 
lating the business limitations provi- 
sions of said sections 42 and 193. Gen- 
erally speaking, however, the acquir- 
ing and owning by a foreign life in- 
surer of all or substantially all of the 
stock of a fire and casualty insurance 
company would not have the effect of 
placing the foreign life insurer in the 
position of doing a fire and casualty 
insurance business. This follows be- 
cause it is well settled that in no 
legal sense can the business of a cor- 
poration be said to be that of its 
stockholders. 


Confusing The Issues 


“The superintendent confuses the 
issues here when he talks generally 
about the evils of allowing life in- 
surers to do a fire or casualty busi- 
ness. He is thus presupposing, without 
justification, that the plaintiff will 
utilize a fire or casualty subsidiary as 
a mere agent or tool to evade the pro- 
visions of said sections. 

“We are not now concerned with 
the question of whether or not the 
plaintiff will be permitted to deal di- 
rectly through a subsidiary in viola- 
tion of the statute. We are bound to 
assume that the mandate of the 
statute will be respected and that a 
subsidiary of plaintiff doing a fire or 
casualty business will carry on in the 
usual way, namely, as an independent 
corporate entity. 

“The construction of sections 42 (3) 
and 193 (2) of the insurance law 
sought by the superintendent of in- 
surance and in effect approved by this 
court in affirmance of the order and 
judgment herein, has the effect of 
broadening these business limitation 
sections of the insurance law to pro- 
hibit foreign insurers from making 
certain kinds of investments. In my 
opinion, such broadening of the parti- 
cular sections is unauthorized,” Justice 
Eager said. 

George K. Bernstein, assistant at- 
torney general, presented the case for 
the superintendent and Wilkie Bush- 
by of the New York law firm of 
Dewey, Ballantine, Bushby, Palmer & 
Wood was counsel for Connecticut 
General. 


Berman, Woodruff To 


Leave Ill. Department 


Lawrence A. Berman, chief attorney 
in the Illinois department, with offices 
at Chicago, is resigning Jan. 1 to enter 
the private practice of law in Chicago. 

Vaughan N. Woodruff, attorney in 
the Springfield office, also is resigning 
and will enter law practice in Chicago. 
Kimbler Joins Norwich Union 

Charles L. Kimbler, assistant man- 
ager at Louisville of Home, is joining 
Norwich Union as Kentucky state 
agent, under L. E. Driscoll, a veteran 
field man for Norwich. The effective 
date is Nov. 21. 
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Dr. Robert Felton, assistant profes- 
sor of insurance at Louisiana State 
University, has outlined a plan for 
providing coverage against loss result- 
ing from suits in excess of policy lim- 
its. Dr. Felton points out that his sug- 
gestions represent the results of only 
a preliminary investigation. He is in 
the process, however, of making a 
comprehensive study of the problem. 

With policies that have no limits 
there is no problem. Presently many 
disgruntled policyholders sue the com- 
panies. A third possibility is to buy 
insurance to cover the excess amount. 

The plan would be for the policyhold- 
er to buy the insurance after he has 
been notified that he is being sued for 
more than his policy limits, Dr. Felton 
states. The coverage would be for the 
difference between the limits of the 
policy and the amount of the suit (or 
however much insured wants to buy). 

If the insurance is sold by the com- 
pany defending the policyholder, it 
might be open to criticism since the 
defending lawyer could indicate ‘to 
the policyholder that the chance of the 
plaintiff winning the full amount is 
greater than he actually believes it to 
be. Hence, undue pressure is put on 
insured to buy the extra insurance. To 
solve this problem the policyholder 
could buy from another company, but 
in such case the original company 
would not have the incentive to fight 
the case if it looks like the award is 
going over the policy limits. Possibly 
an insurance pool would be the best 
solution. 


Cost Considerations 


The cost, which would be financed 
by premiums as in any other kind of 
insurance, would depend on many con- 
siderations: How many thousand dol- 
lars of coverage are needed? Which 
thousands are needed (i.e., from $10,- 
000 to $50,000 or from $100,000 to 
$125,000)? Past experience by type of 
claim (e.g., bodily injury by automobile 
where the injured person is totally dis- 
abled) or by individual judgment of 
the particular case (but limited to 
classes such as poor, fair, and good); 
and many other considerations. 

The determination of the rate would 
involve collecting statistics country- 
wide for suits started and dropped 
due to out-of-court settlement, settled 
within limits of policy, settled over 
limits of policy, and numerous other 
classifications. 

The test of insurability of such a 
plan should prove feasible, Dr. Felton 
believes. The following criteria should 
be applied: 

1. Is the event fortuitous? It is for- 
tuitous to the extent that the insured 
does not know if the plaintiff will be 
awarded an amount over the policy 
limits? 

2. Might the event be catastrophic 
for the insurance company? This 
should be no problem since the com- 
pany engages in relatively few suits 
at one time. 

3. Is there a large enough number 
of homogeneous units for the law of 
large numbers to operate? The statis- 
tics to be collected will answer this 
question. It is expected that there will 


Wood Assigned In Cal. 


Lumbermens Mutual of Mansfield 
has assigned George E. Wood to the 
San Joaquin Valley territory as special 
agent. He will work out of Sacramento. 

Employers Mutuals of Wausau has 
moved to a new Minnesota branch of- 
fice in the Southdale area of the Twin 
Cities. 
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Suggests Insuring Excess Verdicts 


be sufficient number when country- 
wide statistics are used. 

4. Is the cost prohibitive to the in- 
sured? This is the only point open to 
question. However, “prohibitive” is a 
relative term. $1,000 (or some other 
figure) is a lot to pay for a policy, 
but this is not necessarily so when it 
may mean saving $30,000 on a judg- 
ment. 

If the public objects on the ground 
that the premium is too large, insured 


can buy sufficient limits before the 
accident at regular rates. If the price 
is too low, there is always the danger 
that insured might be inclined to 
gamble by not buying enough when 
the original insurance is’ bought, 
knowing he can buy extra insurance 
at a reasonable rate if and when he 
is sued. 


Possible Adverse Selection 


One question is the possibility of ad- 
verse selection. But doesn’t adverse 
selection imply that the person is buy- 
ing the insurance at the rate set for a 
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group that is evenly distributed? If 
all the members of the group face the 
same danger, there is no adverse se- 
lection. Another problem is that the 
award is based in part on the amount 
of insurance. This does not necessari- 
ly mean a higher award when such 
insurance is used because at the time 
the suit is filed, insured does not yet 
have the extra insurance. What about 
subrogation? Does the company pay- 
ing the excess amount sue the defense 
lawyer? 

Dr. Felton observes that there are 
many issues yet to be resolved. 
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The American Surety Branch Office 
network has a long record of 


been added to make this service even 


Offices, in New York. Philadelpia. 
Chicago and San Francisco. These 
strategic offices bring many 
“home office” services closer 
to the agent in the field, 
through personnel thoroughly 
acquainted with the area 
and its problems. 
Another example 
of American Surety’s 
continuing efforts to 
build agent sales 
success is our monthly 
publication, MAILROAD 
TO PRoFits. Each issue 
discusses one line of 
coverage in detail. Send for 
your free copy of the 
current issue today... the 
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Hoosiers Hold Rousing Convention 


Attendance Exceeds Agents Ask Questions [7 


Membership By 250 
At Indianapolis 


60 Companies Hold Open 
House In The Claypool 
Hotel For Three Days 


By JOHN BURRIDGE 


INDIANAPOLIS—There is no 
agents’ convention like that of Indi- 
ana Assn. of Insurance Agents. It is 
big, happy and exciting, and it goes 
on 20 hours a day for three days 
running. A formal program of speakers 
and panels was available here last 
week to the several hundred who 
wished to avail themselves of the op- 
portunity of exposure to inspiration, 
instruction and ideas; and for the 
several hundred who attended the 
formal sessions on a part-time basis, 
the Claypool Hotel was the home of 
60 company hospitality rooms. 

The Indiana association has slightly 
more than 1,000 members. Its conven- 
tion here last week was attended by 
1,286 persons, and that is par. Harry 
E. McClain, executive secretary, has 
developed a formula for meetings that 
has worked so well for so long that no 
major changes have been made for 
years. 


Association Is Unified 


This association is solid, it is unified, 
and it can be effective when it wants 
to be. The most recent proof is the 
stand Indiana has taken on specialty 
auto plans, continuous policies and 
direct billing. These are things the 
association doesn’t want. The retiring 
president, John A. Templeton, Terre 
Haute, has been particularly articulate 
on this score. A resolution was adopted 
at the closing session reaffirming op- 
position to these items. However, a 
more convincing argument is the not- 
able lack of success the companies 
have had in Indiana with these plans. 
One of the large writers, for instance, 
has been able to introduce direct bill- 
ing in only one of its agencies. One 
local board met for breakfast for four 
weeks running, decided not to be 
pushed, and not a single member agen- 
cy in that town has adopted any of 

(CONTINUED ON PAGE 26) 





About Homeowners 
For Two Hours 


President John F. Kennedy moder- 
ated a panel of Indiana Capital Stock 
Insurance Assn. members as the chief 
feature of the Indiana agents meeting 
last week. Mr. Kennedy, who is with 
Crum & Forster, had with him on the 
platform Marshall R. Beal, Aetna Fire; 
George L. Browning, Glens Falls; 
E. P. Ressler, Continental-National 
group; H. Joseph Wilson, Massachu- 
setts Bonding, and Joseph P. Ferraro, 
Appleton & Cox. 

Two field men roamed through the 
audience of about 400 agents soliciting 
questions. The roving reporters were 
E. G. Lindsay of Phoenix of Hartford 
and Richard Durham of Springfield 
F.&M. They carried portable micro- 
phones which enabled the agents in 
all parts of the room to hear the ques- 
tions, of which there were a great 
number; so many, in fact, that this 
feature ran about two hours. 


Homeowners Gets Big Play 


Homeowners got the biggest play, 
and the area receiving most attention 
was money losses. 

Among the questions and answers: 

What is form 28 excess bankers 
hlanket bond and what is its purpose? 
It is an excess over form 24, the pri- 
mary coverage, and is designed to give 
about $1 million excess, without any 
of the frills, over the regular recom- 
mended amounts. 

Under a homeowners B, what fire 
and liability coverage is there on a 
dependent of insured away at college? 
If he keeps his home address as his 
legal residence, the same protection as 
any member of the family. 

Is business money covered under a 
homeowners in the case of a motel 
owner who has his own residence 
nearby and sometimes has motel funds 
at home? The policy is not intended to 
cover this money; this is the job of an 
office burglary policy. 

How about a chiropodist who has 
two buildings on the same premises, an 
office and his home—are shoes in the 
home that are intended for sale cov- 
ered? No, this is the same as the motel 
situation. 

An insured built a $30,000 home in 
an area which later was zoned for 

(CONTINUED ON PAGE 30) 
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Officers of Indiana Assn. of Insurance Agents: Howard J. Gescheidler Jr., 
Hammond, state national director; C. H. Haskett, Rochester, president; Harry 
E. McClain, executive secretary; John A. Templeton, Terre Haute, chairman; 
Traylor Inman, Boonville, first vice-president, and Theodore M. Pruyn, In- 
dianapolis, second vice-president. 





CPCU Panel Tells 
How CGL Can Be 
Made Full Protection 


One of the two panel sessions at the 
annual meeting of Indiana Assn. of In- 
surance Agents last week was the 
CPCU presentation entitled “The In- 
comprehensiveness of Comprehensive 
Liability Insurance.” 

Robert W. Swanson, Indianapolis 
agent, was moderator, and those taking 
part were John P. Scanlon, Muncie 
agent; Philip A. Hohman, American 
States; Theodore M. Pruyn, Indiana- 
polis agent, and Mark Gray, Indiana- 
polis insurance attorney. 

Mr. Swanson presented to the panel 
a problem in the form of a hypotheti- 
cal general contractor whose compre- 
hensive general liability policy had 
four areas of weakness. He asked each 
of the CPCUs in turn to suggest a way 
in which the contractor could improve 
his protection. 

In the first place, Mr. Swanson said, 
the insured had an automobile fleet 
which included leased passenger cars 
for the private use of the principals, 
and he asked Mr. Hohman if the CGL 
offered the best insurance. 

Private passenger automobile cover- 
age is more appropriate, Mr. Hohman 
said, because the CGL policy hasn’t 
developed much in this area while the 
private passenger auto coverage has. 
Under the CGL, he added, there is a 
question of coverage for leased cars 
used privately, and some companies 
might insist on a higher premium than 
they would for private passenger cov- 
erage. Additionally, he pointed out, an 
employe using these cars could, by an 
accident or two, cause the fleet’s credit 
to turn into a debit. 

Mr. Swanson asked if there is some 
automatic way of handling hold harm- 
less agreements so that agents are not 
involved in each one of them. 

Mr. Gray observed that there is a 
blanket contractual coverage available 
which is offered in several forms. 
Some cover all risks assumed by the 
contractor but not those created by 
others. He cautioned that the agent 
must be sure the blanket contractual 
coverage he sells applies to the types 
of situation in which the insured con- 
tractor engages. 

Mr. Swanson wondered if there is any 

(CONTINUED ON PAGE 30) 


Indiana CPCUs Hold 
All Industry Lunch, 
Hear Porter Ellis 


About 300 Indiana insurance people 
heard two national presidents, Robert 
O. Young of CPCU, and Porter Ellis 
of NAIA, at the all-industry luncheon 
sponsored by the Indiana chapter of 
CPCU last week in Indianapolis. Al- 
though the luncheon has no official 
connection with the Indiana agents 
association, the fine turnout was in 
part due to the agents meeting being 
held across the street, and the thought- 
ful executive secretary, Harry McClain, 
scheduled no luncheon activity to con- 
flict with the CPCU session. 

The purpose of the luncheon was to 
honor five new CPCU designees in the 
Indiana chapter, Donald J. Adams, 
Grain Dealers Mutual; Richard T. 
Conley, Terre Haute agent; Charles B. 
Howard, Noblesville agent; Harry G. 
Retz, Muncie agent, and Mrs. Janet 
Stoffell, Liberty Mutual. 


Young Makes Conferment 


Mr. Young, who is with North Amer- 
ica, made the conferment. Mr. Ellis, a 
CPCU of long standing, addressed him- 
self to the designees and others in his 
audience with a “non-insurance” talk, 
“Education for Enjoyment—Broaden- 
ing..One’s Horizons.” 

Mr. Ellis views the CPCU designa- 
tion as a starting point for a continu- 
ing and broadening education pro- 
gram, not only on insurance subjects, 
but in the areas of history, economics, 
psychology, sociology, literature, and 
political science. He feels that the im- 
petus the first “Sputnik” put on edu- 
cation is important, but it has tended 
to subordinate the basic values of 
education that have always existed, 
that of broadening the man or woman 
who seeks more learning. Similarly, he 
feels that educating oneself for his job 
is valuable, but again it tends to 
subordinate the broad view of educa- 
tion for enjoyment. He showed how, 
using CPCU study as a starting point, 
his audience could embark on a self- 
education program that would bring 
enjoyment, and indirectly make him a 
better, more informed citizen and in- 
surance person. 

Robert Swanson, Indianapolis agent 
and president of ‘the Indiana chapter, 
presided at luncheon. 
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Indiana Agents Exhorted To Be Ready 
To Heed The Call For Legislative Action 


HkeNATIONAL UNDERWRITER 


INDIANA AGENTS’ MEETING 
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INDIANAPOLIS—With the elections 
as a backdrop and a legislative session 
next January as inspiration, Indiana 
Assn. of Insurance Agents dropped its 
customary format of committee meet- 
ings on the first morning of its annual 
convention and conducted a full-scale 
“legislative workshop.” But, as Harry 
E. McClain, executive secretary ex- 
pressed it, maybe because “nobody’s 
hungry no more” the turnout was 
disappointing. It was obvious the ma- 
jority of the agents don’t feel there are 
serious issues impending politically 
that would affect their business. 

John R. Feighner, Marion, chairman 
of the association, did an able job of 
presiding. However, he made no secret 
of his feeling that far fewer members 
were on hand than should have been. 

The next Indiana legislature will be 
made up of a Democratic senate with 
a Republican lieutenant governor pre- 
siding and a strongly Republican house. 
The governor is a Democrat. There will 
be a new insurance commissioner. Mr. 
Feighner stated with much emphasis 
that the Indiana agents should not and 
cannot seek special privilege legisla- 
tion. At the same time, they must have 
an organization which can make a 
political response for or against pend- 
ing legislation. In each of the 92 coun- 
ties there is an association member 
who is a “legislative contact man,” and 
these people are the key to any action 
the association takes. About 80% of 
those attending the meeting were 
legislative contacts. 

President John A. Templeton, Terre 
Haute, pointed out that the Indiana 
association represents about 5,000 per- 
sons who are proprietors or employes 
of insurance agencies. There is a signi- 
ficant political potential in this if 
properly put to use. He explained that 
the association will have a_ steering 
committee to cope with the 5 to 10% 
of the bills which affect insurance. On 
some occasion in each session, he de- 
clared, a real effort from the members 
will be needed; and there is a fine 
paper organization ready to act. 

John O’Hara, Indianapolis attorney 
and association counsel, observed that 
the only way to get action in the 
legislature is by doing some work. Any 
accomplishments the agents achieve 
will be in direct ratio to the effort 
expended. It is possible for a legisla- 
tive representative in Indianapolis to 
advise legislators on insurance matters, 
but counsel from the voters at home 
is what carries weight. Mr. O’Hara 
said the teachers in Indiana have done 
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INDIANA AGENTS 
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convention. 
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a superb job politically while the 
agents, who generally have more 
standing in their communities, have 
many times been “totally inadequate.” 
The association doesn’t call on the 
(CONTINUED ON PAGE 30) 


III Chief Offers 
View Of The 60s 


J. Carroll Bateman, general manager 
Insurance Information Institute, in his 
address at the annual meeting of 
Indiana Assn. of Insurance Agents gave 
his views of the next 10 years in insur- 
ance. 

He said he has looked with “dismay 
and surprise” at the internal differ- 
ences in the business. Better public 
relations are impossible without 
greater unity, he declared. Conflicts 
within the business have had a bad 
effect on the insurance standing in 
the public mind. Public disclosure of 
such differences has disastrous results, 
he commented. III will seek a cooper- 
ative relationship of the elements in 
insurance. 

Changes will continue, he predicted, 
perhaps at a greater rate. Management 
has clear objectives in mind when 
making changes, two of the most im- 
portant being meeting public demand 
and meeting and beating competition. 
The business can’t stand on the status 
quo, knowing that tomorrow is the 
most important day for the business 
and it has to be ready for it. 

Mr. Bateman said there will be 
vastly expanded market opportunities, 
but with magnified problems, among 
which are a need for more sales man- 
power, an analysis of existing practices 
of insurance as related to such matters 
as changing age groups, the continuing 
increase in the number of young 
drivers and in the population of per- 
sons over 65, and the steady increase 
in the number of working women. 

Effective public relations is one of 
the keys to improvement of insurance 
in the years ahead, Mr. Bateman 
stated. Public relations in any business 
is an essential. He said it has four 
aspects—evaluation of public attitudes 
toward the business; counselling with 
management on the public relations 
aspects of policies and functions; com- 
munication of facts and ideas to the 
public and employes, and the motiva- 
tion of those in the business to parti- 
cipate in the PR functions. 

He cautioned that too much may be 
expected of III in too little time— 
there are no short cuts to good public 
relations. III has concentrated on two 
broad duties, Mr. Bateman explained, 
the first being fighting and preventing 
attacks on insurance. This includes 
answering all misrepresentations about 
the business and getting the answer in 
the record, plus the handling of in- 
quiries. Also, III is engaged in a long 
range educational effort to improve 
public attitudes toward insurance. This 
he described as the fundamental job. 

III is building on and around the 
public relations and educational pro- 
grams of its member organizations. In 
its first eight months, Mr. Bateman 
said the organization has helped intro- 
duce the merit auto plan in Maryland 
and then rebut attacks on it; helped 
reverse the decision to eliminate at the 
wheel driver training in Los Angeles 
schools, and keep out of the Oklahoma 
Republican party platform a plank 
favoring a monopolistic workmen’s 
compensation fund. 
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Analyzes Factors Of Extra Work, Cost 


(CONTINUED FROM PAGE 10) 

the endorsement has been the erron- 
eous contesting of our accounts by 
company accounting offices, apparent- 
ly because they were unable to select 
the correct premium adjustment from 
among the endorsement’s great num- 
ber of figures.) 

DPP moreover unnecessarily exposes 
the producer, and him alone, to dis- 
tinct periods of financial loss in the 
event an installment is not paid and it 
becomes necessary to cancel. Consider 





A FRIENDLY 


the case of the following policy written 
on the deferred premium payment 
plan, under which insured saves 5.5% 
over annual policies: The prepaid 
premium is $100 annually and $270 for 
three years. The DPP premium is 
$94.50 annually and $283.50 for three 
years. 

If cancelled short rate during first 
year, DPP does not have enough ad- 
vance premium to cover first 320 days; 
or is inadequate for one and one-third 
months, more than 11% of the year. 


HAND 


If cancellation notices are mailed to 
insured and mortgagee for non-pay- 
ment on the first anniversary, the 
earned premium is $108.58, and the 
agent is stuck for $14.08. 

If the situation is the same as above 
except that it is 30 days after anniver- 
sary before notice is sent, the earned 
premium is $115.95, and the agent is 
stuck for $21.45. 

A non-charitable financer of premi- 
ums such as Afco requires annual 
payments of $97.47 and protects itself 
by having the first installment due in 
11 months, at which time the short 
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and his problems . 
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rate earned premium is $93.96, leaving 
Afco $3.51 ahead of insured. 

If the producer is to be saddled with 
the expense of administering the plan 
—revising his accounting and billing 
procedures and his records control 
system, fathoming and following over- 
ly complex rules, handling of intricate 
and costly endorsements, etc.—the 
plan should at least arrange to relieve 
him from those very premium defects 
which the regulator built into the plan. 
All finance plans I have seen provide 


for payments designed to protect the } 


lender and agent in the event of later | 


cancellation. But DPP transferred this 
entire risk to the agent, providing no 
means for him to effect cancellation in 
time to avoid the risk of an uncollect- 
ible deficit at the critical anniversary 
periods. We have had such instances 


in our office. (Note that competitive \ 


self-defense forces the agent to use 
DPP, because it is in reality a rate 
reduction of nearly 6%. It also lowers 
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his income by the same amount. It , 


has not reduced his costs commensur- | 


ately, however.) 
New Credits 
3. Volunteer fire department credits. 


The bureau in 1956 created a system | 


of fire rate credits for “protection” by 
the volunteer type of fire department. 
The bureau indicated it did this re- 
luctantly, yielding finally to pressures 
from the people in areas so protected, 
and to pressure from agents. It was 
apparent that bureau officials did not 


cation for these credits. Underwriters 
uniformly criticize them as unjustified 
statistically. j 

The credits produced a geometrical | 
increase in rating levels, and we now 
have 276 possible annual dwelling fire | 
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think there was any statistical justifi- | 
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for AAA, flues, occupancies, etc. , dk 
Two other serious and unnecessary 2, 19 
evils also featured this concession. One | p5wne 
rule contained a mandatory effective | prem: 
date of Jan. 1, 1956, but was mailed so} ming 
as to reach agents almost a month | gictat 
later. Even with the time gained by | form, 
the retroactive device, the bureau still } third: 
was not prepared to give the agent the | effect 
necessary data to carry out its man-} the ; 
date, for the initial job of designating | haq | 
the qualifying fire departments in our | jmme 
area was not completed until the] was t 
following April. This caused all sorts | ysya] 
of uncertainties as to handling, andj advar 
we were further plagued by a public} eoura 
impatient for the refunds promised in ; pecay 
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| 
ving ! to waste our time and money to this 
, day. This is the requirement that a 
with | separate endorsement must be pre- 
plan | pared and attached to all copies of the 
lling , policy. Moreover, the bureau daily 
ntrol copy must be manually signed by the 
ver- | agent. This is not only a unique re- 
icate | quirement, it is ridiculous as well—as 
—the indeed is the whole concept of the 
lieve | needless endorsement, even unsigned. 
fects { The separate endorsement is the old- 
plan. _ fashioned fill-in type. While typing is 
vide } required in 12 places on 10 lines, no 
, the } thought was given to engineering its 
later | layout for fast and convenient typing. 
this , Unnecessary as this is in itself, there 
g no. is no real necessity for the form in 
mn in | the first place. Every purpose it serves 
lect- can be accomplished by a few words 
rsary / in the property description box on the 
ances | policy face. This simple, logical pro- 
‘itive \ cessing would take advantage of the 
use ‘ carbons built into the policy set. In- 
rate stead we must manually interleave a 
wers , raft of carbons into a raft of little 
it. It . forms, work them into the typewriter, 
isur- type tightly in an unnecessary num- 
' ber of spaces in an unnecessary num- 
| ber of lines, sort out and attach these 
; / extra papers to all copies of the policy, 
edits. | sign the original and the memorandum 
‘stem { and the bureau daily, and pay the 
”” by } added cost of postage over and above 
nent. | the other unnecessary costs already 
5 re- | incurred. 
sures In this case the bureau has shifted 
cted, | its rating duty to the agent. Because 
Was | of its failure to designate the specific 
1 not | properties qualifying for the rating 
stifi- | concession it saw fit to make, some 
sl { insured have paid less for their pro- 
ifie 
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| tection than they should under the 
rule. I have lost a number of clients 
to agents who would improperly rate 
them low, signed daily and all. 

{ 

, Changes Made, No Form 


\ 


4. Retroactive regulation. The Dec. 
2, 1959, amendments to the home- 
owners manual involved coverage and 

premium for outboard motors, swim- 
ming pools, etc. Manual changes, which 
dictated use of a new and additional 
form, were published one and two- 
thirds months after the mandatory 
effective date. Adequate provision for 
the mandatory new form, however, 
had not been made and though we 
immediately requested a supply, none 
was to be had. We had to give up our 
usual practice of drawing renewals in 
advance, and we had to avoid en- 
couraging new homeowners as well, 
because of the threat of costly viola- 
tions. By Feb. 16, there were several 
violations but still no forms. 

The added expense of lifting these 
wholly unjustifiable violations fell on 
| the agent alone. The disruption of of- 
| fice routine was even more costly, 

because we had the expense of special 

handling in deferring our renewal 
work and then the uneven work bur- 
den of catching them up all at once. 

5. Dwelling occupants. A _ printed 
letter from the bureau dated Aug. 19, 
1960, said “As you are aware, each 
policy covering a dwelling or its con- 

‘tents should state the number of 
families occupying the building, in 
order to substantiate the rate used.” 

It went on to state that violation would 

follow whenever this information is 

omitted from the policy box. 
| In the first place, the quoted state- 
ment is not true. In its roundabout 
| way the manual defines a dwelling as 

a building intended or designed or used 
| as the home or residence or not over 
| four families. There is no rate dis- 
tinction between dwellings whether 
occupied by one, two, three or four 
| families, so the governing rules do not 
/require stating in the policy which 
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|Number is involved, either to sub- 
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stantiate the rating or for any other 
reason. 

Our office has approximately 2,000 
dwelling fire policies. Since we do not 
have the occupancy data ourselves, to 
give the bureau what it asks will re- 
quire contacting every insured. The 
telephone will do for most, but many 
live elsewhere and letters will be 
necessary. Letters cost us an estimated 
$3 minimum, frequently more. Han- 
dling by telephone required 8.57 min- 
utes apiece in an actual test of more 
than 20 cases, conducted under ideal 
conditions by the two senior girls in 
our office, and with better than usual 
success in making telephone contact 
on the first try. This included insert- 
ing “one-family” on the violated daily. 

In view of these threatened costs 
and further work demands, timed co- 
incidentally with the massive dis- 
ruption of our office by the new home- 
owners and the superimposed burden 
of Donna, we were not eager to volun- 
teer contribution of this statistical 
research to the bureau. Especially 
since, in the interests of economy, we 
had deliberately dropped this type of 
information from our policies six or 
seven years ago, after first taking the 
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this helpful booklet! 


Prudential’s wonderfully simple booklet—“Your Partner 
Can Be Your Downfall”—is a proven success in 

helping brokers sell more business insurance and increase " 
their profits. By helping you to explain partnership : 
insurance more effectively, it will help you to sell more, too. 

It explains simply, point by point, just what partnership 
insurance is and why your client needs it. Its 18 illustrated 
pages are easy to read, easy to understand. Increase 

your profits; use this free Prudential sales aid to sell more 
big-case partnership insurance. Just send in the coupon today! 
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precaution of clearing our action with 
the bureau. The requirement of this 
information I am told is to further 
the price war under the new home- 
owners’ philosophy. 

This fact gathering will cost my 
office nearly $1,000 in payroll alone, 
before proper allowances for plant and 
overhead. 

A harmless “rating statement” may 
be interpreted as a coverage-voiding 
warranty, especially if some new rate 
refinement is established according to 
number of occupants, or the innocent 
addition of another occupant may void 
coverage as an increase of hazard. 

You can’t lower the brick-veneer 
dwelling rate many cents below its 
present 6.8-cent DPP annual, because 
it is already close to zero. It now pro- 
duces the annual charge of $6.80 for 
$10,000 coverage, which clearly can’t 
compensate for the handling expense 
even at the present rate. If you succeed 
in reducing the single occupancy 
dwelling one cent (a reduction of 
nearly 15%), which is about what was 
done in the case of the volunteer fire 
department credits, with all their 
waste and expense, you will have 
accomplished a premium differential 


25 


of exactly $1, but it will cost me more 
than 50 cents just to find out whether 
it qualifies for the $1 deviation. 

The dwelling rate trend of the de- 
cade ending Jan. 1, 1960 shows brick 
fire rates down 51.4%, brick veneer 
down 64.2%, frame down 41.1%, and 
EC down 21.7% for first class. For 
fourth class these reductions are 66.8%, 
71.9%, 604% and 21.7%, and for 
country are 58.3%, 65.4%, 49.6%, and 
64.5%. 

These downward trends in personal 
lines premiums have steadily made 
personal lines less and less attractive 
to the producer. Before the homeown- 
ers price and commission cut and 
before the latest threat of similar 
treatment to dwelling business, per- 
sonal lines consumed per policy nearly 
75% of our operating expenses but 
returned only a little over 25% of our 
income (92.5% of our personal lines 
policies are fire and HO). Changes 
this year and others you contemplate 
will of course widen the spread be- 
tween those figures considerably more. 
The increase in expenses with the cost 
of pro rata canceling and rewriting all 
homeowners will in itself materially 
worsen the cost-income differential. 


You'll enjoy “THE TWENTIETH cENTURY,” Sundays, CBS-TV 
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Attendance Exceeds Membership By 250 At Indianapolis 


(CONTINUED FROM PAGE 22) 
the company special plans. 

To maintain a course of independent 
action, as Indiana has done for years, 
takes a strong set of officers. Indiana 
has been able to produce this kind of 
leadership year after year. 

The 1961 president will be C. H. 
Haskett of Rochester. Mr. Templeton 
moves up to chairman, replacing John 
R. Feighner of Marion. Traylor Inman, 
Boonville, was elected lst vice-presi- 


dent, and Theodore M. Pruyn, Indi- 
anapolis, 2nd vice-president, thus en- 
tering the line of succession. H. J. 
Gescheidler Jr.. Hammond, state na- 
tional director, was reelected. 


Resolutions Adopted 


Aside from the resolutions stating 
that Indiana is “diametrically opposed” 
to direct billing, continuous policies and 
unilateral reduction of commissions, 
which the agents say are inevitably 


contrary to the public interest by re- 
ducing the necessary frequent contact 
between policyholders and agents and 
by facilitating the continuation of pol- 
icy forms in amounts which may be- 
come inadequate or inappropriate, the 
association took a stand against the 
Standard Oil Co. solicitation of person- 
al accident insurance which is sold in 
Bankers Life & Casualty. This was 
condemned as a “grossly dangerous 
practice which is manifestly inimical 





No Stone Unturned 


Yes, sir! .. . when Atlanta-based Insurance Under- 
writers, Inc. of Georgia digs for new business they 
go at it in a very thorough fashion. Literally, 
leaving no stone unturned. But, only figuratively, 
on the scale indicated above. 


Actually, Dave Henritze, President (left) and Jack 
Chancey, Vice President of Insurance Under- 
writers, Inc. are looking over a new construction 
site . . . one of many in the Southeast which is 
Standard Accident-bonded through their agency. 
They specialize in the handling of contractors’ 
insurance and bonding requirements and, in the 
opinion of these specialists, ““Standard Accident 
is second to none in its understanding and ability 
to serve agents like ourselves on contractors’ 
insurance and bonds.” 


In addition to their “long suit,’’ Insurance Under- 
writers, Inc. has . . . with the same alert agressive- 
ness and thoroughness . . - built a substantial 








premium volume in all other lines of insurance, 
including life. And, today, just nine years after 
opening their doors, the agency is well established, 
widely known and respected throughout the 
Southwest. 


Throughout the agency, Standard Accident is well 
established, widely known and respected. For 
Dave Henritze states,““We recommend, without 
reservations, the progressiveness and efficiency of 
Standard in the handling of a modern day inde- 
pendent insurance agent’s problems.” 


INSURANCE COMPANY 


640 TEMPLE AVENUE 


CASUALTY 


e FIRE e¢ MARINE e FIDELITY e 


STANDARD ACCIDENT 


DETROIT 32, MICHIGAN 
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public.” 

The resolutions were adopted at the 
closing session at which the achieve- 
ment trophies were awarded, the Her- 
man C. Wolff award for local board | 
advertising and public relations going | 
to Gary; the W. C. Myers award for | 
local board programs to Evansville, | 
and the Wolverine safety award " 

| 


| 

| 

to the welfare of the insurance-buying ] 
| 

| 

| 

| 


Whitley county. 
Sessions Start Promptly 


The Indiana convention traditionally 
begins with a luncheon Monday morn- | 
ing and concludes with a luncheon 
Wednesday. All sessions start prompt- 
ly, Mr. McClain holding out the in- 
ducement of the award of a sizable 
government bond at the hour appointed 
for the meetings to begin. At the con- 
clusion of the sessions a number of 
attractively wrapped gifts are given 
out, thus insuring that the audience | 
remains to hear all of the speakers, | 
Company cooperation in these projects, | 
as well as in attendance and registra- 


Se 


tion of representatives, is awesome. 

Tuesday morning President John 
Templeton gave his report and there 
were talks by Porter Ellis, Dallas, 
president of the National Association; | 
J. Carroll Bateman, general manager 
Insurance Information Institute, and } 
George E. Gullen Jr., director of labor 
relations American Motorists Corp. 

Mr. Ellis declared that too many | 
agents give only lip service to the serv- { 
ice aspect of their job. It is time for 
the agents to look at themselves and | 
make sure they are doing the job they 
say they are, he said. Agents have to 
be professional salesmen and this re- | 
quires both a technical and general | 
knowledge of the business. 

Mr. Ellis said agents should make | 
sure they utilize modern office equip- ( 
ment and make use of the educational 
facilities available. He is not in favor 
of continuous policies or direct billing, 
taking the NAIA stand on this, but he 
recognizes that some agents are using 
these plans. They don’t realize what 
they are doing to themselves tomor- 
row, he commented. 





Desire To Cooperate 


Mr. Ellis said he believes companies 
and agents once more are approaching 
the conference table with the spirit of 
mutual recognition of each other’s 
problems and with a desire to cooper- 
ate. Both sides realize they are in a 
partnership. Company men have told 
him they are “absolutely tied to the 
agency system,” and Mr. Ellis said 
likewise the agents can’t exist without | 
the companies. Cooperation is essen- | 
tial, he declared. | 

An unscheduled award was made at 
the opening general session when C. R. 
Dobbins of Scottish Union was given | 
an award by Indiana Fire Prevention 
Assn. for his years of service in the 
fire prevention cause. The presentation 
was made by Victor Belinski of Han- | 
over. 








President's Report | 


The administration of John Temple- 
ton has been notable for the official 
rejection by the Indiana association of 
any part of the special plans of auto 
rating or continuous policies or direct! 
billing. Mr. Templeton commented in 
his presidential address that pup com- 
panies, special auto plans, new office | 
systems and the like have been offered | 
agents all over Indiana in the past 
year, but “a year has gone by and the 
companies have got their answer. They 
can put their plans back in their carpet 
bags and take them back to their home| 
offices.” \ 

He explained that in Indiana 90% | 
of the agencies run 50 to 70% auto! 
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volume and they can’t afford to make 
a loss leader of this line. This is not a 
matter of head in the sand, he said. 
The association believes in change, but 
not every innovation is necessary or 
every change essential. He declared 
he is proud of the Indiana stand on this 
issue. 

Mergers, consolidations and deaths 
have taken a toll of members, so it is a 
fight to stay even, Mr. Templeton ob- 
served. The association remains above 
the 1,000 mark in membership and this 
year dropped only seven members for 
non-payment of dues, the lowest num- 
ber since 1944. 


Raises 100% Of Quota 


Indiana raised 100% of its quota for 
the Big I in 1959 and again in 1960. 
The failure of some states to come up 
to the mark in 1959 caused a disap- 
pointing trimming of the expected 
campaign, Mr. Templeton said, and this 
year the association adopted a resolu- 
tion stating that Indiana would not 
send funds to NAIA until it received a 
guarantee that the program would be 
carried out as promised. 

Mr. Templeton referred to Harry 
McClain as “the steel cable of con- 
tinuity” that for 21 years has pro- 
vided leadership and integrity to the 
association. 

Next year there will be more em- 
phasis on education. The association 
has a full time educational director in 
Charles Bayor, formerly with the Chi- 
cago Board. 


Local Board Dinner 


The dinner for local board secre- 
taries and presidents in honor of the 
Indiana association president was 
sponsored this year by Hoosier Casual- 
ty. Harry McClain presides at this af- 
fair. He has one of the most successful 
local board systems in the country and 
repeats each year his conviction that 
these organizations are the source of 
power of the state association. 

It was revealed at this meeting that 
the Indiana association has plans for 
adding to the effectiveness of its local 
boards. Howard J. Gescheidler, the 
state director, said it is hoped the 
boards will agree to elect officers with- 
in the space of about two months so 
that shortly afterwards the state as- 
sociation can hold a school for incom- 
ing officers that will help them plan 
and run their programs for the year. 

A great many people were intro- 
duced during the course of the evening, 
the representatives of the hosts leading 
the list. At the head table were Edward 
Acree, treasurer, and Andrew R. Stone, 


} assistant secretary of Hoosier Casualty. 


Eight past presidents were on hand 
and three others were at the conven- 
tion but not the dinner. They were 
Ralph G. Hastings, Washington; W. C. 
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Myers, Evansville; Linn S. Kidd, Bra- 
zil; Arnold G. Allen, Muncie; Glenn 
J. May, Spencer; Hobbs Miller, Sey- 
mour; H. J. Gescheidler Jr., Hammond; 
E. E. McLaren, Indianapolis; E. D. 
Watson, Vincennes; Dan Gibson, Ply- 
mouth, and John R. Feighner, Marion. 

Dave Johnson of Pensacola, Fla., and 
Robert Smith of Hollywood, Fla., who 
spoke at the luncheon, were heard 
briefly at the dinner, and J. Carroll 
Bateman, general manager Insurance 
Information Institute, previewed his 
talk of the following day, observing 
that the agent is the face of insurance 
to the public, and III needs the respect 
and support of the agent if it is to suc- 
ceed in improving insurance public re- 
lations. 

Howard Gescheidler presided at the 
“agents’ only” session Tuesday after- 
noon. He gave his report as state di- 
rector of the annual meeting of NAIA, 
revealing the activities of the commit- 
tees and putting in a plug for the Big 
I advertising campaign, remarking that 
it “truly sets the independent agent 
apart in the eyes of the public.” 

On the score of continuous policies 
and direct billing, he said a survey 
taken by a special committee produced 
so few answers as to be insignificant, 
and the committee recommended that 
the 1953 position be reaffirmed. 

The District of Columbia rate bill 
recommended by Sen. O’Mahoney with 
its provision for no prior approval 
could be a tremendous step backwards 
if 200 rates were filed by 200 different 
companies in a given territory, Mr. 
Gescheidler remarked. 

He announced that the film outlin- 
ing plans for the 1961 Big I advertising 
campaign would be next on the agenda, 
but it turned out to be a movie pro- 
duced by American Foreign Insurance 
Assn. It was cut off in the middle of 
the plot and the other movie sub- 
stituted. 


Has Protected Members 


Mr. Templeton, following the Big I 
movie, explained that Indiana has 
protected its members by insisting 
that the program be run as advertised 
or Indiana will pay only its pro rata 
share of the quota assigned it. This 
year the quota is $38,870 which works 
out to about 70% of each agent’s dues 
to the state association. 

He also reported on the meeting of 
midwest agents with representatives 
of members and officials of Western 
Actuarial Bureau last February, re- 
marking that this meeting requires the 
attendance of an individual over a 
period of years if continuity is to be 
established and the state well repre- 
sented. 

Mr. McClain had a number of items 
to go over, including comments on the 
new public institution and property 








of 
Lawyers 
Professional 
Liability 
Insurance 


BALTIMORE 








q PIONEER Since July 1, 1945, thousands of policies pro- 

tecting many of the country’s leading lawyers 
| and law firms have been written by this Com- 
| pany. For claim and underwriting know-how 
based on more than a generation of experience, 
| consuit your local agent. Professional protec- 
tion with New Amsterdam means a personal, 


private, confidential relationship. 


New fimsitexnihn | 


(Casiat Company? 


NEW YORK 











27 


ANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W. 11TH STREET, KANSAS CITY, MO., Victor 2-9500 






eee 
oe? 7o6 


. 
eae eee tens 
een? . rie 5 
. ~ ° 
* 


‘ANVAWO9 JINVYNSNI INIUYN ONY 3¥ld ALID SVSNVD 


Victor 2-9500 KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W 


“QW ‘ALID SVSNVH ‘L39ULS HLtL Mm 10E 


KANSAS CITY .......-- 


Throughout its history, a city 
that has offered new horizons 
of success to men of energy 
and vision. 


THE KANSAS CITY 


yan lan an aerche 1-mehnisleS 
tq men 


ncrease their 


KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W. 11TH STREET, KANSAS CITY, MO., 


MOE ‘ANVdWOD JONVUNSNI ININVA GN 341d ALID SVSNV 00S6-2 10391, 


KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W. 11TH STREET, KANSAS CITY, MO., Victor 2-9500 





















NE W ENGLAND 
REINS URANCE 
CORP ORATION 


60 BATTERYMARCH STREET 
BOSTON 10, MASSACHUSETTS 
HAncock 6-5180 








ELLIS 4. CARSON 


President 


NERCO, employing only U.S. 


domestic capacity, specializes GRAVES D. HEWrT 
in reinsurance on a multiple- Executive Vice-Presidens 
line basis as Underwriting Man- ALLEN J. HINKE 
£ ELMAN 
Secretary . 


agers for a number of leading 
companies currently including: 


American Employers’ Insurance Company 
Boston Insurance Company 
National Union Fire Insurance Company 


The Phoen:x Insurance Company 
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form; educational plans including the 
preparation for four schools next year; 
the Cleveland Board decision which, he 
said, means “I have to reverse all my 
thinking, we’re living in a different 
age,” and the need for preparation for 
the new legislature in January. 

The treasurer’s report was read by 
past president Robert B. Estlick of 
Columbia City, who substituted for 
George W. Mahoney of Indianapolis, 
who is in the hospital as the result of a 
fall. Mr. Estlick did a capable job, but 
there was lacking the unique crisp 
manner that Mr. Mahoney has im- 
parted to these dry statistics that has 
led to applause for his presentations 
in the past. 


I. A. Rosenbaum Speaks 


Speakers on the final day were I. A. 
Rosenbaum Jr. of Meridian, Miss., 
chairman of the NAIA education com- 
mittee, and Commissioner James K. 
Ashley of Indiana. 

Mr. Rosenbaum offered some com- 
ments indicating he was not in favor 
of the O’Mahoney rating bill for the 
District of Columbia, saying, among 
other things, that it is “unbelievable 
that Congress will adopt it,” and also 
remarked on Allstate’s non-can auto 
policy. He told the agents they should 
think twice about money saving pro- 
posals of companies that will actually 
mean gradual erosion of their business 
in years ahead. Direct billing is an 
ominous dark cloud, he said. It could 
lead to the death of the agency system. 

The day of gloom in homeowners 
and automobile is “indeed upon us,” 
Mr. Rosenbaum said. More and more 
companies are attempting special poli- 
cies and systems. The conscientious 
agent should not object to economies 
as the companies attempt new methods, 
but there is no additional market to be 
had by knocking five points off the 
commission topped by a rate cut which 
means a total of 40 to 50% commission 
reduction. He advised it would be 
wiser to assume that the companies 
would look at their book of business 
after it has been handled by machines 
and feel that a further cut in commis- 
sions would be in order on renewals. 
“Doing just a little bit of direct billing 
is like getting a little bit pregnant,” he 
observed. 


Answers Licensing Criticism 


Mr. Ashley spoke indirectly in an- 
swer to criticisms that the department 
has been lax in agency licensing mat- 
ters. He related in detail two or three 
case histories in which the department 
took strong action, but he reminded 
the agents that his organization is not 
just a disciplinarian investigative arm 
of the government, it has manifold 
duties. 

The new officers were installed at 
the concluding luncheon by Porter 
Ellis, the NAIA president. Mr. and 
Mrs. Templeton were given an electric 
clock by the outgoing chairman, John 
Feighner. As he left office, Mr. Temple- 
ton took the opportunity to reiterate 
his opposition to the philosophy which 
produces continuous policies and direct 
billing, saying this is diametrically op- 
posed to his thinking and that of most 
agents in Indiana, and for the com- 
panies to continue to push these issues 
makes it more difficult for them to get 
together with the agents. 

The resolutions were presented by 
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John Lance of Indianapolis, chairman of N. } 
that committee. Dave Johnson of Pen- Req 
sacola, Fla.. was chairman of the | 
judging committee for the trophies, On. 
and the nominating committee chair- 
man was past president Hobbs Miller (outs 
of Seymour. requir 

The general plan of the program of ae 
the Indiana conventions has been the /% >° 
same for years. Members who have (in 
been coming for any length of time fange 
hardly have to look at the program to |i2tro 
know where to go, the information is ™2!™ 
who is talking. A luncheon Monday is FOX!" 
always the official beginning. This 0 )@' 
year the speaker was Dave Johnson of cost a 
Pensacola, Fla., who gave an inspira- pendir 
tional address liberally interspersed The ; 
with humor. memb 

Mr. Johnson said he is a believer in f'#8°. 
hard work as the road to success. His *°" 4 
talk was titled “Keys to the Sixties,” the co 
and he recommended work, knowledge on - 
and advertising. Complicated package 7 
policies and budget plans are here to > 
stay, he declared. He has seen figures " 
which indicate the present total of put of 
insurance premiums will reach $25 a, 
billion by 1969, making around $5 poms 
billion available to agents who are k pain 
willing to make the adjustments neces- _— 
sary to stay in business. Direct writers - $ : 
are not so smart, he said. Their price ~ - 
differential raises a mental block in frit 
the agents’ minds; Mr. Johnson said 009 : 
agents have to explain “the intangible h 
difference.” He suggested agents tie wre ’ 
into the Big I program. 


To Sponsor Rapid Rater 


The Indiana association has agree 
to sponsor the Rapid Rater system 
developed by Robert S. Smith of Holly- 
wood, Fla. Mr. Smith described briefly 
the plan his agency worked out and 
has introduced in Florida and Ten- : 
nessee. 

He said it puts the rating of eight | 
insurance lines under one cover, thus | vic 
making 95% of agency rating available 
in one book. Net rates are shown for DY J 
popular limits and for popular terms. | 
It cuts the time spent in rating by nas 
half, he asserted. The Indiana edition P°°! v 
will come out next March. nsure! 

George Faunce III, president Afco, { IAU 
who spoke at the Indiana meeting in ftom |! 
1958, related the advantages of premi- [8; Si 
um financing, especially when Afco is 975 V 
used. The new company budget plans Pranct 
and the advertising of them has made /@S, Ch 
the public more budgeting conscious, Mr. 
Mr. Faunce said. But Afco doesn’t oy Vv 
limit the agent or insured to a single @© Sé! 
company. ar I] 

Mr. McClain, who shared presiding he ra 
officer chores at the lunch with Presi-[U- S. 
dent John Templeton, paid tribute to |*rk. 
the field men who assisted in the Pecam 
association’s education effort during Pffice | 
October at Indiana University. It was 0 195: 
the most successful venture of this Pf a L 
kind the association has attempted, he roker 
said. Arrangements for help from the f\Meri 
company side were made by E. P, fnior 
Ressler, Continental-National; M. R. fanag 
Beal, Aetna Fire, and Marvin Simpson, Preside 
London & Lancashire. They and the Under 
field man instructors had a special | Mr. 
head table. 


’ 


a as flc 
New directors of Blackstone Mutual "8 mt 
are Harry R. Fardwell, treasurer of folds 
Otis Elevator Co., New York, and'ate w 
P. Gordon McAusland, treasurer off-engu 
Reliance Electric & Engineering Co., otocra 
Cleveland. 
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hair- (CONTINUED FROM PAGE 1) | 
Ailier counts to other member firms will be 
required to carry a minimum bond of 
$100,000. The initial annual premium 
for bonding general partners of firms 
doing business with the public will 


m of 
1 the 


pbs: ange from approximately $350 for 
m to “introducing firms” for which the 


minimum bond is $100,000, to ap- 
proximately $5,50 Ofor firms required 
to have coverage of $5 million. This 
cost varies approximately 10%, de- 
pira- pending on the number of partners. 
ersed The aggregate annual premium for 
member firms for the partnership cov- 
prage will be about $475,000, Mr. Fun- 
ston indicated. That does not include 
the cost of increased coverage of em- 
loyes. The exchange has 670 mem- 
ers, of which 574 firms do business 
with the public. 
{ The new bonding requirements grew 
put of the recent DuPont, Homsey & 
co. situation in which Anton E. 
olin a general partner of the firm, 
as expelled for fraudulent acts. The 
goevrnors of the exchange voted to put 
up $690,000 to “provide relief for cus- 
fomers who had dealt in good faith 
ith the firm.” However, the gover- 
nors determined that they needed to 
find a different and long range ap- 
proach to the problem of affording 
additional protection against fraudu- 
lent acts. 

Mr. Funston pointed out that in 
pite of the stringent self-policing 
rocedures developed by the exchange, 
ts governors recognize that fraud can 
ever be entirely eliminated through 
egulation and that each member must 
ear the sole responsibility for its own 
~ bbligations. 
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, thus Aviation Pool Headed 
1ilable 
y James P. Warren 


m for 
terms. | (CONTINUED FROM PAGE 1) 
ng by Managers for an aviation insurance 
dition P°Ol whose participants consist of 19 
nsurers and underwriters at Lloyd’s. 
Afco,{ TAU is serving 13 western states 
ing in from headquarters in the Russ Build- 
sremi- (ng, San Francisco, and from offices at 
feo is #975 Wilshire Boulevard, Los Angeles. 
plans ranches will be opened later in Dal- 
made (8S, Chicago and New York. 
scious,, Mr. Warren began his insurance ca- 
Joesn’t x with Springfield F.&M. in 1928. 
single le served in the air force in World 
ar II. He left in 1945 as a major with 
siding he rating of senior pilot, and joined 
Presi- (U. S. Aviation Underwriters in New 
ute to}%ork. In the following five years, he 
n the Pecame a senior underwriter and home 
during Pffice department manager. From 1951 
It was '0 1954 he was branch office manager 
f this Pf a London excess and surplus lines 
ed, he Prokerage firm. In 1954 he went with 
mm thef*Merican Mercury, of which he was 
E. Pp. fenior vice-president and underwriting 
M. R.fManager at the time he was named 
mpson, President of International Aviation 
ad the Underwriters. 
special| Mr. Warren has approximately 
000 hours of pilot experience and 
as flown all types of planes includ- 
Mutual '"g multi-engine commercial craft. He 
rer off0lds a commercial airman’s certifi- 
c, and ate with ratings for single- and mul- 
rer offi-engine land and sea planes and 
gz Co.,fotocraft. 





Don't Need Magic 


No magic remedies are needed to 
oye the huge annual loss of lives 
ind property in fires, only time tested 
' rotection measures and_ principles, 
) 47 ercy Bugbee, general manager of 
panel Fire Protection Assn., told the 
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annual luncheon of Conference of 
Special Risk Underwriters in New 
York. 


Among key failures in fire safety 
last year, Mr. Bugbee said, were in- 
adequate exit facilities, structural 
weaknesses like unenclosed stairways 
and missing division walls, and lack 
of automatic sprinkler protection. 


Preferred Makes 


Eleven Changes 

Preferred of Grand Rapids has ap- 
pointed William J. Morrison, with 
Hawkeye-Security for 11 years, to 
branch claims manager at Chicago. 

In other changes, Peter C. Solomon 
Jr., after 12 years as field engineer for 
Pacific Indemnity, Commercial Stan- 
dard, and Houston Fire & Casualty, 
has been named manager of engineer- 
ing at the home office; Richard M. 
Sawicki has been named special re- 
presentative at Detroit, and Everett B. 
Johnson, after 25 years with Zurich, 
joins the company as special field 
representative at Chicago. 

Other changes at the home office: 
Richard D. Jablonski has been named 
special representative; Richard M. 
Young will develop special accounting 
procedures for the multiple-line oper- 
ations; Allen S. Marcus has been ap- 
pointed claims department office co- 
ordinator; Donald A. Weiland an un- 
derwriter; Frank J. Jasinski a junior 
underwriter; Murl D. Herbert a spe- 
cial agent, and Henry W. DeBoer and 
Robert W. Babcock claim adjusters. 


Fred. S. James And 
Lethbridge, Owens Merge 
Their N.Y.C. Operations 


F. S. Dauwalter, president Fred. S. 
James & Co., and Arthur Lethbridge, 
chairman Lethbridge, Owens & Phil- 
lips, have merged their New York City 
operations. They noted that the inte- 
gration of operations would commence 
immediately and would be complete 
by Jan. 1, 1961. 

Mr. Lethbridge pointed out that 
while the local operations of his office 
had been highly successful, the in- 
ceeasing demands for national service 
called for affiliation with a well-estab- 
lished national service company, and 
integration with Fred. S. James af- 
forded outstanding service in principal 
cities coast to coast. 

Mr. Dauwalter stated that his com- 
pany’s affiliation with Lethbridge, 
Owens & Phillips greatly strengthened 
the eastern seaboard area of James’ 
national service system. 

Both companies acknowledged that 
they contemplated a complete integra- 
tion of their national operations as a 
first step toward a financial as well as 
operating merger in the future. 


Marine Clearing House 


Unit Reelects Officers 


American Marine Insurance Clearing 
House at its annual meeting reelected 
W. H. Curwen, Royal-Globe, chairman; 
Robert A. Murphy, Federal, vice-presi- 
dent; Dale E. Taylor, Atlantic Mutual, 
treasurer; and Edward R. King, secre- 
tary. 


William J. Flather & Co., Washing- 
ton, D. C., agency, will be combined 
with the insurance department of 
G. Calvert Bowie agency there to 
operate as Flather, Bowie & Hall. The 
mortgage banking business of Wm. J. 
Flather Jr. will be conducted jointly 
with that of the Bowie firm, of which 
William J. Flather Jr. has become 
chairman and Philip S. Bowie president. 


Aetna Casualty Has 
Loan-Aid Plan For 
Independent Agents 


(CONTINUED FROM PAGE 4) 
insured a month before an expiration 
date comes up. 

“We find our men can write busi- 
ness on about 35% of these calls,” 
Mr. Wagoner stated. “The new agent 
is expected to make a sale on 25%.” 

In the company’s projected plan- 
ning, if agents stick to quotas on calls, 
they will write $14,000 in premiums 
the first year, $20,000 the second, $19,- 
000 the third and $17,000 the fourth. 
The decline expected after the first 
year is due to the mounting service 
job that will have to be done. The 
company expects that 80% of the 
premiums written in the first years 
will stay on the books, Mr. Wagoner 
said. 


Other Features 


In addition to production quotas, the 
agent submits to the company daily, 
weekly and monthly reports covering 
every call he has made, successful or 
not. He also has several nights a week 
of studying to do. Because of the rigor- 
ous schedule involved, company pol- 
icy is to paint a black picture of the 
business to applicants. Of primary im- 
portance is the prospective agent’s 
willingness to work long hours and 
weekends, and his wife’s attitude on 
this point is also crucial. The program 
makes care in choosing new agents 
doubly important, Mr. Wagoner said. 

He recounted some of the conspicu- 
ous successes of young agents in 
soliciting business. One of them hired 
girls to make telephone calls, getting 
the numbers out of a suburban tele- 
phone book. He paid five cents per 
call and 25 cents for each expiration 
date. The calls took the form of a poll 
on automobile insurance, and no at- 
tempt was made over the phone to 
sell anything. But each conversation 
brought out a few key facts that would 
later be used to make a sale. After a 
few months the agent had so many 
prospects on his list that he had to 
ignore four or five expiration dates 
every day, Mr. Wagoner said. 


No Recession Indicated 
By Plant Accident Guage 


If plant accident statistics are used 
as a guage, the U.S. is not undergoing 
a recession, according to the head of 
one of the major workmen’s compen- 
sation writers. 

J. M. Sweitzer, president of Em- 
ployers Mutuals of Wausau, said that 
when plant employment increases as 
it did a year ago, accidents rise be- 
cause new people are in new jobs. 
However, “in a recession, the older, 
safer workers stay on payrolls and ac- 
cidents decrease,” he declared. “So far 
this year, the number of accidents has 
eased off slightly, but the severity has 
stayed about the same.” 


Heads Chicago Agency 

David Krueger has been appointed 
chairman of the Southgate agency of 
Chicago, succeeding the late Mrs. Wil- 
liam Krueger, and Ronald H. Krueger 
has been advanced to president and 
chief executive officer. 

David Krueger joined the agency in 
1945 and became executive vice-presi- 
dent in 1956. Ronald Krueger has 
been with the agency since 1956 and 
vice-president since 1958. 

St. Paul Insurer Issues New Stock 

National Family of St. Paul is is- 
suing 60,000 additional shares of com- 
mon stock at $3.15 a share. 


the 
Minute Man 
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still 
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today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies assures 
you of fast action in solving 
service problems, and helps you 
to build sounder client relation- 
ships. Providing prompt. de- 
pendable, understanding service 
for their Agents is traditional 
with the “Minute Man Compa- 
nies”... among the oldest of 
America’s Mutual Fire Insurance 
Companies. More and more, 


today’s progressive Agents are 
turning to Middlesex Mutual 
and Lynn Mutual for the mod- 
ern coverages and superior sery- 
ice that assures them more 
successful growth. 





“The 
Minute Man 
Companies” 


MuDDIESEX MUTUAL 
LYNN MUIUAIs 


Fire Insurance Companies 
CONCORD, MASSACHUSETTS 
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Urged To Heed Call For Legislative Action 


(CONTINUED FROM PACE 23) 
agents at home lightly, Mr. O’Hara 
added. When the call goes out it is 
because action is needed. 

C. H. Haskett, Rochester, first vice- 
president, advised the members to get 
to know their legislators before the 
session begins. The best way is to 
meet the candidates after the primary 
and discover their views on insurance 
matters. Then after the election the 
agent should keep in touch with his 
representative. Visits and calls will be 
welcome, he said, because it is by this 
means the legislator knows what the 
voters want. Mr. Haskett declared it 
is important that agents become politi- 


cally minded and_ strengthen their 
position. 
Mr. McClain told those attending 


they have a big job to do to sell those 
who didn’t show up on the necessity 
for working. He recalled the days 10 
to 12 years ago when a few key phone 
calls could produce wonders. That sort 
of response has failed to materialize 
in recent years, and if trouble comes 
“the agents could turn out to be a 
bunch of lost chickens,” he warned. 

During the question period, an agent 
asked about the workmen’s compensa- 
tion situation. Mr. O’Hara commented 
that the conflicting composition of the 
legislature makes the passage of a new 
bill doubtful. Two issues have to be 
resolved—should the injured workman 
be allowed to have his own doctor, and 
attorneys fees—and there seems little 
hope of getting them settled soon. Mr. 
Feighner added the observation that 
the insurance business is plagued with 
having WC legislation go to the labor 
committee rather than the insurance 
committee, and the question of bene- 
fits, with its political glamor, gets 
more attention than it deserves. 

What about the agent qualification 
law, can’t it be strengthened? 

The present law is pretty good, Mr. 
O’Hara said. It is not adequately ad- 
ministered. There is no chance of 
getting amendments requiring an agent 
to spend all of his time or even a high 
percentage of his time in the insur- 
ance business; but the present law 
could raise professional qualifications 
by adoption of a tougher examination 
and calling for a higher passing grade. 
Lacking this, auto dealers, for exam- 
ple, can pass “in vast numbers.” Mr. 
O’Hara remarked that more backbone 
is needed in the insurance department 
on qualification standards. And then 
if auto dealers can pass a stiffer test, 
they are entitled to a license. 

To the suggestion that the depart- 
ment might be more effective if it had 
more money, James W. Spurgeon of 





Va. Past Presidents Vote 
For Mixed Agency Members 


At a meeting in Richmond of past 
presidents of Virginia Assn. of Insur- 
ance Agents, called by the present 
administration of the association, a 
resolution was unanimously adopted 
on the issue of membership of agen- 
cies representing mutual insurers. 

Since the majority of members fa- 
vor a change in the by-laws, the res- 
olution stated, to substitute the word 
“principally” for the word “only” with 
respect to stock company representa- 
tion, would be in the best interest of the 
organization. This would bring the by- 
laws more in line with those of NATA, 
the past presidents said. 

Karl Steinbrugge of Pacific Fire Rat- 
ing Bureau was the principal speaker 
at the November meeting of Fire Un- 
derwriters Forum of San Francisco. 


Brownstown, a _ state senator, noted 
that money isn’t entirely the answer. 
A study commission will recommend 
to the next legislature that the de- 
partment be upgraded, that personnel 
be better qualified. 

Mr. McClain declared Indiana has as 
strong an agent licensing law as any 
state, it just has to be administered 
more effectively. 


Agents Ask Questions 
About Homeowners 
For Two Hours 


(CONTINUED FROM PAGE 22) 
industrial use. In case of a 50% or 
more loss, if he can’t get a permit to 
rebuild, how is he protected? He could 
endorse his policy to cover for contin- 
gent liability from the operation of 
building laws, but when the situation 
arises there must be a prohibition on 
rebuilding, insured may not make the 
choice and collect for a constructive 
total loss. 

Insured has to cross a stream run- 
ning in front of his house, and has a 
bridge there. If the bridge is struck by 
lightning, is it insured? It would prob- 
ably be considered an appurtenant 
structure to the dwelling. It would be 
covered. 

Insured has money deposited in a 
savings and loan. There is an embez- 
zlement and the bond doesn’t pay 
depositors fully. Can he collect the 
remainder of his loss from his home- 
owners? No. 

How does insured increase physical 
damage to property under a home- 
owners from $250. He can’t. 

A lady loses her watch and in re- 
sponse to her want ad a witness says 
he saw someone pick up the watch 
and keep it. Does the homeowners pay? 
Yes, if the witness is reliable. The way 
the loss is reported is significant in 
cases of this kind. 

A homeowners insured has a beauty 
shop in her home. Are the chairs and 
equipment covered? The contents cov- 
erage has to be increased to 50% of 
the dwelling amount. Then there is 
coverage. 

Does the mysterious disappearance 
section of homeowners cover loss of 
change by a child returning from mak- 
ing a purchase at a store? Yes, but it 
isn’t intended to insure losses of this 
nature. 

A guest leaves a diamond ring at a 
home he is visiting, and it is washed 
down the draif by the host’s 16 month 
old child. What coverage is there? The 
host would be covered under the PDL 
section of his homeowners if there 
were liability, but it seems doubtful 
that any negligence could be imputed 
to him in this situation. 

How about Boy Scout, PTA or other 
monies of this nature in the care and 
custody of a housewife? Not being 
business money, it probably would be 
covered up to the $100 limit, but 
companies might differ, and certainly 
would not be desirous of getting in- 
volved in too many losses of this kind. 


Tells How CGL Can Be 
Made Full Protection 


(CONTINUED FROM PAGE 22) 

relief from the care, custody and con- 
trol exclusion, and Mr. Pruyn sug- 
gested the broad form property damage 
endorsement which in recent years has 
been extended to cover such situations 
as damage by a painter to property in 
a home while moving it, borrowed 
equipment or equipment on a site not 
being used, damage to property not 
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being installed or erected, etc. These| 
are significant extensions, he said. | 
To the question of whether the ex. 


clusions for completed operations, 
blasting, water damage, undergro und| 
damage, and the narrow definition of! 
accidental means could be covered! 
another way, Mr. Scanlon said the CGL 
has to be bolstered with an umbrella 
excess which is a good precaution for| 
risks of medium size to large. There is! 
developing a U. S. market for um-| 
brella coverage he pointed out, usually) 
with a $25,000 deductible that applies! 
over 100/300/100 or higher limits. | 
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Gallagher Presents 
Insurance Picture 


(CONTINUED FROM PAGE 12) 
just what the O’Mahoney committee 
was seeking to prevent. 

“The possibility of company failure 
under such lack of state regulation is 
so marked that along with the model 
law was discussed the formation of an 
instrumentality of the government 
which would insure insurance pur- 
chasers against loss in the same man- 
ner as Federal Deposit Insurance Cor- 
poration insures bank deposits.” 

Mr. Gallagher pointed out that 
“there will be a continuing threat to 
the orderly conduct of our business 
from Washington. It is wishful think- 
ing to believe that with Sen. O’Ma- 
honey’s retirement harassment will be 
curtailed. His place on the Senate 
subcommittee is to be taken by Sen. 
Wayne Morse—and there is but little 
solace in that knowledge.” 


Notes Other Problems 


He mentioned as other agent prob- 
lems reduced commissions and direct 
billing. “We have had foisted upon us 
commission reductions by preemptory 
action and with no opportunity for 
discussion. We are now faced with 
direct billing by our companies. Maybe 
we don’t like either of these changes— 
yet, perhaps with some explanation 
and discussion with the companies, 
they may be found more palatable. 
Agents are not unreasonable. Agents 
would have welcomed an opportunity 
to discuss the situation—they would 
have felt better had they been con- 
sulted about some actions companies 
thought they had to take. 

“We are probably going to have 
more and more direct billing. The pass- 
ing of resolutions by state and nation- 
al associations will probably have no 
more effect upon this trend than did 
the passage of similar resolutions have 
upon growth of installment payment 
plans.” Mr. Gallagher said a much 
better action than this would be to sit 
down with the companies and discuss 
what safeguards the agents are en- 
titled to and what provisions they 
should insist upon in the agency con- 
tract to guarantee ownership of expir- 
ations. 

The speaker said, however, that 
while company organizations are be- 
coming more willing to confer with 
those who sell their product, it is diffi- 
cult for companies to know the needs 
and desires of producers because they 
differ in so many ways. For instance, 
“An agent may be a bewildered in- 
dividual in some cross-road town 
wondering if the policy he has just 
sold is the proper one and wishing 
rather futilely that some experienced 
field man will call and help him. Or 
an agent may be in a large office 
located in a bustling metropolis writ- 
ing millions in premium and having 
hundreds of solicitors and employes. 
These are both agents, but their needs 
and problems are manifestly vastly 
different.” 


Association Advantages 


In this light, where but to the agents’ 
own associations can the companies 
turn to secure the representative opin- 
ion of the majority of agents, Mr. 
Gallagher queried? He went on to list 
the advantages of organization activity. 
He emphasized, however, that he did 
not want the Chicago Board to be 
regarded in any way as a “pressure 
group,” but rather an organization to 
present a unified voice “loud enough 
and influential enough to be heard.” 

Director Joseph S. Gerber and F. 
Vernon Rosenthal, assistant director, 
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Head table group at the luncheon fo 
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r Eugene F. Gallagher, manager Chicago 


Board. From left: Ralph D. Jones, executive representative Continental Casualty; 
Mr. Gallagher; Joseph S. Gerber, Illinois director; Hamilton M. Loeb Jr., presi- 
dent Eliel & Loeb; George J. Nicoud, executive manager and secretary Illinois 
Assn. of Insurance Agents, and F. Vernon Rosenthal, assistant director. 


were on hand from the Illinois depart- 
ment to wish Mr. Galagher well. 
Hamilton M. Loeb Jr., president 
Eliel & Loeb and Chicago Board vice- 
president, presided in place of Presi- 
dent Herman Bartholomay Jr. of Bar- 
tholomay & Clarkson, who was ill. 
Ralph D. Jones, executive representa- 


tive Continental Casualty, president 
Insurance Federation of Illinois, was 
present for that body, and Illinois Assn. 
of Insurance Agents was officially 
represented by George J. Nicoud, ex- 
ecutive manager and secretary, and 
Kelly C. Graham, assistant executive 
manager. 
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Insurance Teachers 
Nominate Gregg 


Davis W. Gregg, president American 
College of Life Underwriters, heads the 
slate of officers of American Assn. of 
University Teachers of Insurance as 
unopposed candidate for the 1961 presi- 
dency. The AAUTI election is con- 
ducted by mail, but results are not 
announced until the annual meeting, 
which will be held this year Dec. 28- 
29, Ambassador Kingsway Hotel, St. 
Louis. 


List Other Candidates 


Other candidates who are also unop- 
posed are John S. Bickley, University 
of Texas, for 1st vice-president; Joseph 
F. Trosper, Southern Methodist, secre- 
tary-treasurer, and E. J. Faulkner, 
president Woodmen A.&L., associate 
member of the executive committee. 

Two offices are contested: For 2nd 
vice-president, John F. Adams, Temple 
and K. W. Herrick, Texas Christian; 
for active member of the executive 
committee, Mark R. Greene, University 
of Oregon, and Grant M. Osborne, 
Arizona State. 


UMBRELLA 
LIABILITY? 


For your larger accounts, here’s a truly compre- 


hensive liability coverage. “Umbrella” provides 


excess limits over your primary liability contract, 


and broad coverage for almost every other liability. 
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form and application. Recommend this 
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Editorial Comment 


Public Relations And 


(From a talk at Mutual Insurance 
Technical Conference, New York. Sec- 
ond part of three.) 

The very great number of insurance 
companies in the fire and casualty 
field indicates a universal, widespread 
and enormously varied demand for the 
product. But, even so, the need and 
demand for the product often has out- 
run the ability or willingness of exist- 
ing capacity and management to pro- 
vide it. 

Investigation shows that as of today 
there are 345 insurers in the U. S. 
writing annual premiums of $1,612,168,- 
000 and with assets of $2,625,543,000 
which are captive companies, com- 
panies owned and operated by agents, 
or companies that write one line or 
one kind of risk. 

Many companies that started in one 
of these ways subsequently became 
insurers writing in the market gener- 
ally and writing many or all lines, and 
taking many or all kinds of risks. But 
the ones just mentioned are captive 
today, operated by agents today, or 
doing a one line or one risk business 
right now—and that is all they do. 

Not in every case by any means do 
the organization and growth of such 
insurers represent a failure by under- 
writers already in the business to 
meet the demand for coverage, service, 
or price, or partly all three. Some of 
them would have been organized if 
the professional insurers already in 
business had had twice the capacity, 
and if their underwriters had had 
twice the imagination and twice the 
stomach for risk taking. 

Yet many of them represent failures 
of the existing market to meet the 
demand for coverage, service, or price. 
There are, for example, 123 captive 
companies with almost $1 billion a 
year in premiums and with more than 
$1.5 billion in assets. They are oper- 
ated as secondary adjuncts to other 
businesses which have nothing to do 
with insurance. They are not really 
in the insurance business in the same 
sense that you are in the insurance 
business. But they take a billion dol- 
lars a year out of the total. 

In this list of names you can find 


The Underwriter 


representation of almost every profes- 


sion, business and industry in the 
country. 
Somewhere someone, dissatisfied 


with the amount or kind of product 
the professional market then was of- 
fering, made the decision to go into the 
insurance business. Is it possible that 
at least half of them would not be in 
insurance today if the market had had 
the courage, energy, and skill to pro- 
vide what was wanted? 

Of course you can say that all these 
figures prove is that it is easy to get 
into the insurance business. The prob- 
lem is to stay in it. But there is the 
strong implication here that the pro- 
fessionals were not quite good enough, 
or not quite willing enough, else the 
amateurs would not have started up. 
Personally, I like to put my money on 
the professionals. I just wish they 
would be more so. 

It is no fresh or novel discovery that 
almost every problem with which the 
business is confronted represents an 
opportunity for sales, growth, and com- 
petitive advantage of the individual 
insurer. 

Fortunately for this business, prob- 
lems outrun opportunities. How would 
you like to be in a business in which 
there is never enough product to meet 
the demand? You are. 


Look at this matter of underwriting 
difficulties from another aspect. If you 
were to set aside money for research, 
as many progressive businesses and 
industries do, and spend a respectable 
amount for it, you might find that the 
sum is more than what you now lose 
on underwriting certain lines, or cer- 
tain businesses, or in certain geo- 
graphical areas. 

But properly handled, utilized and 
developed, don’t underwriting losses 
represent research? They certainly are 
experimental, whether by accident or 
design. If you go about the matter 
intentionally and purposefully, what 
would offer a better opportunity for 
research? To a great extent and in 
many areas this has been done. But 
indications point to the existence of 
much rich opportunity for the alert, 
aggressive underwriting organization. 


Note that research will give you 
something to communicate about. It 
will produce improvements which will 
do more to improve the morale of 
your company’s personnel, your rela- 
tions with agents, and your image in 
the customer’s mind than coffee breaks 
or fringe benefits, free trips to resort 
country for agents, or calendars for 
insured. In fact, more research under- 
taken by underwriters would produce 
enough business to pay for all those 
things—and much more. 

Underwriting itself is a function 
which embodies many of the elements 
of research. However, this is true only 
when it is genuine underwriting and 
not mechanical, clerical recording and 
computation of fact and data, the cost 
of which is determined but the origin 
and nature of which are largely over- 
looked, unrecognized, or ignored by 
underwriters and underwriting man- 
agement. 

The underwriter, with his keen 
insight into the business, his ability to 
get at the realities behind the facades 
and his aptness at blending arithmetic 
and hazards, is primarily charged with 
exerting that opportunity. He is, or 
should be, getting or going out after, 
fresh information, and more informa- 
ton. He is, or should be, analyzing, 
comparing, studying. He is the one 
serious, perpetual student of the busi- 
ness. His function obligates him to be. 
If there has been any research in the 
business, and there has been, it has been 
largely the result of the underwriter’s 
effort, character, and art.—K. O. F. 





Irving G. Chase, Nashville agent, 
who is 94, and his wife Hattie Lee, 92, 
celebrated their 70th wedding anni- 
versary. Mr. Chase regularly visits his 
office in the Third National Bank 
Building. 


Leo B. Menner Jr., vice-president 
Leo B. Menner & Co., Chicago, has 
left on an extensive business trip in 
Europe. He will spend some time with 
London brokers. 


David K. Wilson, president of Cher- 
okee, has been appointed a member of 
the Nashville Aviation Commission. 


Geoffrey Lloyd, manager of the 
property insurance department of New- 
house & Hawley, Chicago, is in New 
York on his return trip from a visit of 
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several weeks in London where he 
conferred with brokers. He will spend 
several days in the New York office 
of Newhouse & Hawley before return- 
ing to Chicago. 


Victor F. Stef- 
an, the new execu- 
tive secretary of 
California Assn. of 
Insurance Agents, 
was executive sec- 
retary of Univer- 
sity of Santa Clara 
for 10 years. His 
background also 
includes four years 
in the economics 
and statistical de- 
partment of Stand- 
ard Oil of Calif- 


Deaths 


JUDSON B. HADLEY, 49, assistant 
vice-president of American, died of 
leukemia after a brief illness. He joined 
the group in 1941 as a claim adjuster at 
Kansas City and was named claim 
manager there in 1948. He was subse- 
quently appointed superintendent of 
the claim department at the head office 
and in 1957 was elected assistant vice- 
president. 





Victor F. Stefan 





WARDER L. 
BRAERTON, 79, 
retired president 
of the Braerton, 
Simonton & Brown 
general agency of 
Denver, died. Mr. 
Braerton, a Phi 
Beta Kappa, was 
graduated from 
Kansas University 
in 1903. He was 
active in American 
Assn. of Managing 
General Agents, 
and was a past president of that or- 
ganization. He retired on Sept. 1 when 
the general agency was purchased by 
National Union. 


DON R. SESSIONS, 65, recently re- 
tired vice-president of American, died 
unexpectedly in 
Los Angeles. Mr. 
Sessions joined the 
company in 1922 
as branch manager 
at Detroit. In 1930 
he was named 
resident vice-pres- 
ident at Los An- 
geles and in 1939 
he was elected 
vice-president. For 
the past four years, 
prior to his retire- 
ment last June, 
Mr. Sessions had administrative re- 
sponsibility for the company’s Pacific 
Coast operations. 


PAUL ELDRIDGE Jr., 72, who re- 
tired in 1957 as state agent at Nash- 
ville of Niagara Fire, died of a circula- 
tory ailment following a short illness. 
He had been with the company for 
more than 45 years. He was a past 
president of Fire Underwriters Assn. 
of Tennessee. He was a direct de- 
scendent of Ross Eldridge Jr., a mem- 
ber of the House of Burgesses of Vir- 
ginia. 


W. L. Braerton 





Don R. Sessions 


FRED H. JANNASCH, 68, chairman 
of Universal Automobile, president of 
the agency bearing his name in Gary, 
and a prominent insurance figure in 
Indiana for almost 50 years, died at 
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Gary. He started in the business as an 
agent for Aetna Life and later headed 
the insurance departments of Com- 
mercial Trust and Calumet Securities, 
both of Gary, until 1938, at which time 
he formed his agency. He was instru- 
mental in starting Universal Automo- 
bile and served as its executive vice- 
president until becoming chairman in 
August of this year. He was also a 
past president of Indiana Assn. of In- 
surance Agents and the Gary Board. 


W. DONALD MAUS, 68, a director 
and former chairman of Marsh & Mc- 
Lennan, died at his home in New 
York after a long illness. He had been 
with the firm since 1916 and in New 
York since 1921. Named a vice-presi- 
dent in 1930, he became a director in 
1945, assistant to the president in 1949, 
and chairman in 1955. 


CHARLES E. BUNN, 60, head of the 
insurance department of the New York 
real estate firm of Brown Harris 
Stevens, died in his office. 


THOMAS W. REAM, 63, Somerset, 
O., agent, vice-president of Ohio Assn. 
of Mutual Insurance Companies and 
secretary of Perry County Mutual, died 
of a heart attack. 


HARRY L. ABRAMS, 66, who op- 
erated the Bram agency, Brooklyn, 
died there while visiting friends. 


GEORGE REPA, of the John Repa 
& Sons agency of Wilkes-Barre and 
Kingston, Pa., died in Friends Hospi- 
tal, Philadelphia. He had been treas- 
urer of Greater Wilkes-Barre Assn. of 
Insurance Agents and a director of the 
Pennsylvania association. 


STOKLEY BOWLING, 67, senior 
partner in Richard & Bowling agency, 
Elizabethtown, Ky., died. 


Miss JESSIE R. HENTHORNE, own- 
er of the Henthorne agency, Ashland, 
Ky., died. 


DONALD M. FORSYTH, 63, super- 
intendent of agents at Chicago of 
U.S.F.&G., died. In 1919, when he was 
22, Mr. Forsyth was appointed the 
first insurance commissioner of Wyo- 
ming when the department was estab- 
lished on an independent cabinet ba- 
sis. His father, Robert B. Forsyth, was 
state auditor and ex officio insurance 
commissioner at the time. After serv- 
ing four years, he joined Hartford Fire 
in the Rocky Mountain field, and in 
1926 with William Braerton founded 
the Denver general agency of Braer- 
ton & Forsyth. He sold his interest in 
1930. He was with the Daily general 
agency for a time. He joined U.S.F.&G. 
at Chicago 17 years ago. 


F. W. PFAEFFLE, 74, Waco agent 
since 1921, died. He started his insur- 
ance career in 1907 with the old Geor- 
ge Willig agency. He was a former 
president and former secretary of 
Waco Assn. of Insurance Agents. 

MARLIN W. WOLFE, 57, local agent 
at Harrisburg, Pa., died. 

WILLIAM J. DAWSON, South Da- 
kota commissioner since July, 1959, 
died last week. He served as commis- 
sioner 24 years ago and was appointed 
last year to replace Donald E. Mit- 
chell. It is reported that Mr. Dawson’s 
successor is Randolph Bagby of Pierre, 
who has a finance company and bank- 
ing background. 





Zurich Appoints Warner 


S.F. Sales Superintendent 
Zurich has appointed Robert E. 
Warner sales superintendent at San 
Francisco. He joined the company as a 
sales representative in 1959, and be- 
fore that he was with National Fire, 
American Auto and a brokerage firm. 
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October Fire Loss 
Increases 30.3% 


Fire losses in the U.S. during October 
amounted to $92,730,000, according to 
the National Board. This is an increase 
of 30.3% over October a year ago and 
13.3% over this September. Losses for 
the first 10 months now stand at $921,- 
581,000, an increase of 5.7% for the 
year, compared with 10 months of 1959, 
and well over the $1 billion a year 
rate. 

Estimated losses for the 10 months of 
the last three years are: 


Month 1960 1959 1958 
92,949,000 112,983,000 99,918,000 
96,782,000 98,120,000 103,853,000 
116,365,000 99,610,000 102,722,000 
98,106,000 90,689,000 99,061,000 
86,940,000 81,597,000 85,633,000 
82,829,000 77,867,000 90,048,000 
82,998,000 82,334,000 80,782,000 
90,037,000 74,660,000 75,491,000 
81,845,000 83,027,000 —_ 73,303,000 
92,730,000 71,160,000 73,393,000 

Total ........ 921,581,000 872,047,000 884,204,000 

Hartford Fire Ad 

Features Calendar 

A 10 page spectacular, including 


eight 1961 calendar pages, has been 
placed in the Christmas issue of the 
Saturday Evening Post by Hartford 
Fire group. The calendar pages, de- 
signed to be removed from the maga- 
zine, are illustrated with full color still 
life paintings by the famous Dutch 
artist Henk Bos. 

Almost full magazine size, the cal- 
endar pages represent a first in pub- 
lishing and will be displayed in a full- 
page double spread. They also repre- 
sent the largest and one of the most 
ingenious advertisements ever to run 
in any multi-million circulation na- 
tional magazine. 

Printed on extra heavy paper, the 
calendar pages are separately stitched 
and pre-punched for easy removal 
and hanging. More than 450 tons of 
paper and 18,000 pounds of ink were 
required for their production. The 
eight calendar pages and advertise- 
ment climax the promotion program of 
Hartford Fire’s 50th anniversary ob- 
served throughout 1960. 

Calendar pages, identical to those 
appearing in the Saturday Evening 
Post, will be reprinted and made 
available to all Hartford group agents. 
An intensive merchandising program, 
including a contest for Hartford 
agents, jointly sponsored by Hartford 
Fire and Saturday Evening Post, will 
be undertaken. Hartford Fire has been 
advertising in the Post for more than 
50 years. The group’s first ad ap- 
peared in the Nov. 21, 1908, issue. 


Institute Awards 
370 Certificates 


NEW YORK—Certificates of Insur- 
ance Institute of America were 
awarded to 370 persons from all parts 
of the country who completed the re- 
quirements during 1960, at the annual 
luncheon of the institute here by Harry 
L. Loman, dean of American Institute 
for Property & Liability Underwriters 
and executive vice-president of Insur- 
ance Institute of America. 

John H. Dillard, vice-president of 
Fireman’s Fund at New York, was 
elected president, Dr. Loman was re- 
elected executive vice-president; Mil- 
ton W. Mays, vice-president of Amer- 
ica Fore Loyalty, and Thorin T. Grim- 
son, president of Crum & Forster 
companies, were named vice-presi- 
dents; F. Harman Chegwidden, execu- 
tive vice-president of Camden Fire, 
treasurer, and Arthur C. Goerlich, 
president of Insurance Society of New 
York, secretary. 

Elected to the board of governors are 
Rexford Crewe, assistant general man- 
ager of Hartford Accident at New York; 
Morris G. Fuller, president State Farm 
Life; A. T. Graham of Chicago, re- 
tired; Cyril S. Hart, president Boston; 
Arthur C. Holmes, vice-president 
U.S.F.&G.; Nelson M. Knowlton, pres- 
ident Holyoke Mutual Fire, and James 
A McLain, chairman Guardian Life. 
Top Prizes Awarded 

The Hardy prize went to James W. 
Edmondson, assistant underwriting 
superintendent of State Farm Mutual 
Auto at Salem, Ore. The Ben S. McKeel 
prize for persons in claim or adjust- 
ment work who receives the highest 
average mark for the three examin- 
ations was won by Don Charles Burt, 
claim adjuster of Texas Employers at 
Fort Worth. 


Prizes for the highest grade in the 
January, 1960, examination, Part A, 
went to Norman R. Thomas of the 
Florida department; Part B, Zane D. 
Smith of America Fore Loyalty, Chi- 
cago, and Part C, Evan E. Clingman, 
Madison, Wis., agent. The three win- 
ners in the May, 1960, examination are 
Thomas E. Williams of Western Ad- 
justment, St. Joseph, Mo.; James E. 
McDonnell, MFA Ins. Co., Columbia, 
Mo., and Russell G. Pratt of the same 
company. 

Dr. Loman reported that since 1953 
when the revised program became ef- 
fective, 13,733 examinations have been 
taken and 1,928 persons have earned 
certificates. Increased encouragement 
by top management has made 1960 the 
institute’s best year to date, he said. 





Fire Examiners Hold Managers’ Night 
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Head table guests and some of the company managers at the annual “man- 
agers’ night” meeting of Assn. of Fire Insurance Examiners of Chicago. From 
left: J. J. Mackowski and Robert A. Nordstrom, association president, both of 
Atlantic Mutual; Guy Fergason of Fergason Personnel, the speaker; Victor 
Hammond, association treasurer, and Howard Hendrickson, both of Great Amer- 
ican; Charles P. Pechek, a director, and William Austin, both of National Fire; 
George Simpson and Edwin I. Horn, a director, both of Aetna Fire, and Henry 
J. Zielinski, Hartford Fire, treasurer, whose manager, F. J. Fraker, was present 
at the meeting but somehow escaped the picture. 
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(left) president of At- 
lantic Mutual and president of Amer- 
ican Institute of Marine Underwriters, 
is shown receiving a painting of the 
port of Marseilles from Paul Nolla, 


Miles F. York 


president of the institute’s French 
counterpart, Syndicat des Societes 
Francaises d’Assurances Maritimes et 
de Transports. The French association 
made the presentation during the an- 
nual meeting of International Union 
of Marine Insurance in Washington, 
D. C., in September. 

The painting was brought to New 
York and in an appropriate ceremony 
was hung in the entrance room of the 
institute’s headquarters at 90 John 
Street. That ceremony was attended 
by leading institute officials including 
Mr. York; Emil A. Kratovil president 
of Carpinter & Baker, New York 
brokerage firm, Ist vice-president; 
George Inselman, president of Marine 
Office of America, 2nd vice-president; 
and Carl E. McDowell, executive vice- 
president of the institute. 

The scene of the port of Marseilles 
at the turn of the century was painted 
by Jean-Baptiste Olive (1848-1936) 
who was noted for his pictures of 
Mediterranean seaports and landscapes 
of southern France. 

During the ceremony of hanging the 
painting, Mr. York read a letter which 
he has sent to M. Nolla, expressing 
the institute’s thanks for the gift which 
he said was symbolic of the traditional 
friendship between the peoples of 
France and the U.S. 

Yorkshire and Seaboard F.&M. are 
moving their Hartford offices to the 
America Fore Loyalty building at 920 
Farmington Avenue, West Hartford 7. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Nov. 22, 1960 
































Bid Asked 

§ 3 
PT ee 87% 91% 
LR TODD sstintttstisiscomansi 85% 8842 
American Equitable .... 41% 44% 
American, Newark 25% 27 
American Motorists 16 18% 
Boston 32% 33% 
Continental Casualty ............... 77 80% 
SO Eis ND aiscrcecerrccsnnitsinnsnsiose 68 1042 
Federal 54 56% 
TT TMD | ceiciccinniticernsertnnicneenen 50% 53% 
General Re. 113 121 
GG BPONIIIDY cccessccstinsinitsisctiensibeiactinion 324% WAYw% 
Great American ... 44%, 4642 
Hartford Fire ... 49% 51% 
Hanover 42% 44% 
Home of N. Y. ........ 59 61% 
Ins. Co. of No. America 6542 68% 
Jersey Ins. 31% 33% 
Maryland Casualty 200.0... 35% 37% 
Mass. Bonding ...... 38% 41 
National Fire ....... 104 113 
National Union .............. 35% 37% 
New Amsterdam Cas. .. 54% 56% 
New Hampshire ............. 51% 54% 
North River ........... 384% 41% 
Ohio Casualty ...... 23% 25% 
Phoenix, Conn. ... 78% 82% 
Os. WS sestensoticineents 17 18% 
Reins. Corp. of N. Y. 21% 24% 
) en 554% 58 
St. Paul F. & M.i ......... 55% 58 
Springfield F. & M. .... 32 34% 
Standard Accident 2.0... 42% 45% 
Travelers 88% 91% 
ae Se Se : Ss 
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Suggests Casualty Actuarial Society Change Its Name 


(CONTINUED FROM PAGE 1) 
mon, associate actuary of North Amer- 
ica. 

A new approach to the analysis of 
casualty and property insurance statis- 
tics for rate making, the “census 
method,” was advocated by L. H. Long- 
ley-Cook, actuary of North America. 
This is a method used extensively in 
life insurance mortality studies. 

Richard J. Roth, assistant secretary 
and manager of Crop-Hail Insurance 
Actuarial Assn., described the empiri- 
cal statistical approach that is re- 
quired in the rating of crop-hail cover- 
age. 


New WC Approach 


Among other papers presented or 
discussed at the meeting were a new 
approach to infant and juvenile mor- 
tality in workmen’s’§ compensation 
benefit situations by Charles C. Hewitt 
Jr., actuary of American International 
Underwriters; how much room is left 
for selection in auto liability after 
application of the rating selection of 
the present classification plans by 
Robert A. Bailey, assistant actuary of 
North America; burglary insurance by 
Richard J. Wolfrum, actuary, and 
Walker S. Richardson, actuarial assist- 
-ant of Liberty Mutual; auto merit rat- 
ing by Lester B. Dropkin, associate 
actuary of the New York department; 
and multiple coverage experience by 








































































Write or phone 
John T. Hilborn 
Jackson-Franklin Building 
309 W. Jackson Blvd. 


Chicago 6, Ill. 













Eldon J. Klaassen, associate actuary 
of Continental Casualty. 

Mr. Leslie also announced that the 
society’s officers and council have 
agreed that many company manage- 
ments not yet in a position to make 
full use of an employed actuary would 
nonetheless be greatly served if they 
could send a representative to society 
meetings and receive its proceedings 
and notices of other publications. This 
will be on an invitational basis. These 
company representatives will be in- 
vited to participate in panels and 
seminars. 

The society, he said, has been for 
some time concerned with the prob- 
lems connected with professional con- 
duct and the certification or licensing 
of actuaries. Other actuarial bodies 
are as much or more concerned with 
this general problem of professional 
status in the legal or statutory sense. 
There have been informal talks with 
Society of Actuaries. 

Mr. Leslie believes that after ap- 
propriate consideration of the matter 
by the actuarial organizations they can 
and will undertake a joint effort to 
generate a sound solution to the prob- 
lem. As this work progresses, he caut- 
ioned, it must be kept in mind that in 
seeking the benefits and privileges of 
statutory professional recognition cer- 
tain additional responsibilities and 
limitations on actuarial activities will 


THE HEART 
of Chicago's 
Insurance District 


This fine building—the home 
of many leading insurance 
firms—offers the solution 
for your office problems. You 
may select space units from 
1000 sq. ft. to 12,500 sq. ft. 
(an entire floor). Completely 
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Titough Intermediaries Only 


have to be contemplated. He suggested 
that the society’s committee on certifi- 
cation or licensing of actuaries be re- 
named the committee on professional 
status and given broad responsibility 
for considering all phases of the ques- 
tion. 

The society will mark its 50th an- 
niversary Nov. 7, 1964. Mr. Leslie 
reviewed several suggestions that have 
been made to mark the occasion. One 
is to issue a special set of anniversary 
papers designed to give added stature 
to the society. Also, special efforts 
will be made for a record attendance 
at that meeting. He suggested that 
the council name a steering committee 
of prominent members to make this a 
signal event. 

Mr. Leslie said he believed that the 
society’s current practices in the ex- 
amination and educational field are 
aimed at contributing to the stature 
of the actuary as a broad gauged, 
informed, intellectually honest, imagin- 
ative and clear thinker. He urged a 
continuation of the preparation of 
papers that represent original think- 
ing and research into new fields. The 
society’s programs today have a broad 
appeal that has attracted industry 
attention. 

The peculiarities of rate making for 
crop-hail cover were described by Mr. 
Roth. For example, a description of 
thunderstorms indicates that the hail 
hazard may vary significantly within 
a relatively small geographical dis- 
tance. The influence of local topo- 
graphic features (superimposed on 
larger-scale weather circulation pat- 
terns) are suggested as the cause. 

For these and other reasons it is 
necessary to use as many years of 
experience as possible in rating; to 
make base rates for small geographical 
units such as portions of counties 
rather than state-wide areas; and to 
revise rates frequently to include the 
experience of the most recent season. 


Township Rating 


Mr. Roth noted that for a township 
(six miles by six miles) experience 
would have to be collected for more 
than 1,000 years for the mean loss cost 
to be a reliable indicator of the hail 
hazard. To get meaningful results the 
size of area must be increased, which 
is done by grouping townships by like 
degree of hazard. 

He said that a major improvement 
in crop-hail rating will result from 
recent advances*in meteorological dis- 
covery and theory concerning hail oc- 
currence and distribution and the in- 
troduction of this knowledge into the 
rating system. The association present- 
ly is engaged in a cooperative hail- 
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storm research project with [Illinois 
State Water Survey, a branch of the 
state government at the University of 
Illinois. 

The evaluation of the rights of sur- 
vivors under the benefit provisions of 
WC statutes is a problem, Mr. Hewitt 
made clear. In industrial deaths, sur- 
vivors are in the great majority of 
cases widows and orphans. To compute 
the life expectancy of orphans, the 
casualty actuary is confronted with 
the use of life contingency functions 
developed by the life actuary, whose 
primary concern is with individuals 
who have arrived at maturity or are 
very close to it. 

There is, he said, no satisfactory 
analytical expression for mortality 
with respect to infants and juveniles. 
Values for the various life functions 
at these ages are, at best, non-analyti- 
cal and highly empirical. He offered a 
different approach by distinguishing 
between the force of mortality as a 
group average and the _ individual 
forces of mortality of the various 
members of the group. The individual 
force of mortality is seen to be a 
combination of “obsolescence,” 
“chance,” and “incapacity to sustain 
life.’ He introduces an a priori expres- 
sion for the frequency distribution of 
the third component to get a “com- 
plete” expression for group mortality. 

In discussing burglary rate making, 
Mr. Wolfrum and Mr. Richardson re- 
commended simplification of cover- 
ages, more refined geographical varia- 
tions, a different statistical approach 
to certain variables and an experience 
rating plan based on frequency. 

Mr. Klaassen suggested an experi- 
ence rating plan that would produce 
the best estimate of a risk’s inherent 
hazard. One means of improving this 
estimate is to increase the statistical 
base for the modification by combining 
the losses and exposures of several of 
insured’s coverages into a single ex- 
perience rating plan. The plan pro- 
vides for combining experience data 
for auto liability, miscellaneous lia- 
bility, and auto PHD. 

The proposed plan, Mr. Klaassen 
said, is also characterized by use of 
the multi-split principle, presently 
used with considerable success in WC, 
and by a rating formula which includes 
the use of both primary and excess 
losses for all sizes of risks and which 
is independent of the usual lengthy 
tables of credibility values. Loss limi- 
tations are included on a per claim 
basis instead of the usual per acci- 
dent base. The plan, he said, should 
have its greatest effectiveness in the 
rating of risks $300 to $10,000 annual 
premium—large enough to qualify for 


experience rating but too small for J 


retrospective. 
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N. Y. Agents Will 
Not Buck Proposed 


su- Bureau Non-Can Auto 
wel: | New York State Assn. of Insurance 
witt . : 
sur. gents will not oppose National Bu- 
y of au’s proposed filing in New York of 
pute an auto liability plan containing a 
the (provision for no cancellation within 60 
with (days of the policy’s issuance. The as- 
Hions sociation’s position was stated by its 
hose president, Robert B. Douglass, Pots- 
uals dam, at a meeting of Greene County 
| ore ‘agents association in Greenville. ; 
However, Mr. Douglass stated his 
jassociation’s opposition to any legisla- 
tory tion which would tend to restrict sound 
ality underwriting judgment including the 
ales. jright to cancel by either party with 
are (proper notice. 
eda Reasons For Opposing Restrictions 
hing = Mr. Douglass said the association 
aS 4 would oppose any cancellation’ re- 
dual (striction, either by legislation or 
rious |through a filing, that exceeds the life 
idual {f the policy. Cancellation restrictions 
2€ 4 |that exceed the life of the policy 
ce,” [vould tend to tighten up underwrit- 
stain }ng and lead to an increase in the 
ores- umber of persons in the assigned risk 


mn of 
com- 
ality. 
king, 
1 re- 
ver- 


plan. This would be contrary to the 
aim to depopulate the plan. 

Further, Mr. Douglass said, cancel- 
lation restrictions beyond the life of 
the policy would prohibit an agent 
\from changing companies as he sees 
aria- (fit, which would tend to sew up the 
“oach ‘business in a given company. It would 
ience |prolong the period for sound under- 

oe judgment. The administrative 

peri- jproblem would be tremendous, in a 
duce ‘business involving 50,000 producers, 
erent (with subsequent numerous changes of 
' this ‘producer-company relationship. An- 
stical {other point, Mr. Douglass noted, is that 
ining |the legal position of agents in relation 
al of jto ownership of expirations might be 
» ex- jimpaired. 

pro- | He asserted that the non-can ap- 
data |proach to the problem is merely treat- 
lia- ing a symptom and not getting at the 
roots of the disease. The present tight 
arket arises from a variety of causes, 
ot least that of inadequate rates. 
ently {| He pointed out that bureau com- 
WC, [panies could obtain no rate relief 
ludes uring the critical 1956-59 period. 
xCeSS |Many of the problems, including failure 
vhich to get adequate rate relief, might very 
igthy |Well be laid to New York’s compulsory 
limi- Uto liability law which was passed in 
claim {!956, Mr. Douglass said. 


acci- 


10uld cage Farm Appoints 15 
1 the ‘At HO, Regional Offices 


nnual 

y for | State Farm Mutual has advanced 

1 for J: Vincent Beggs from tax manager 
” superintendent of commissions, suc- 


assen 
se of 


eeding Jack Brown, who becomes as- 
ary fire comptroller trainee. Sher- 
ey R. Dunn, Kentucky district man- 
ger, has been named supervisor of 
gency training. 

The following have been promoted 
rom assistant claim superintendents 
to claim superintendents in the region- 
al offices: Brian Bloye at Toronto; 
Alfred Loughran at Bloomington, IIL; 
Pymond Dew at Jacksonville; James 
- Graybeal at Charlottesville, Va.; 
pe Kinzinger at Dallas; Donald Har- 
ington and Grant Cutler at Berkeley, 
Cal; and A. C. Myers and Edward 
taten at Murfreesboro, Tenn. 

Others promoted are William Dans- 
Y, from claim superintendent to divi- 
lonal claim superintendent at Mar- 
Shall, Mich.; Charles Van Den Eeden, 
‘Tom property claim supervisor to 
property claim superintendent at 
loomington; and Gilbert Klarr from 
enior risk appraiser to chief life risk 
) appraiser. 
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Ill. Agent Seeks To 
Enjoin Standard Oil 


The legality of Standard Oil’s travel 
accident credit card insurance in IIli- 
nois is about to be tested in circuit 
court. Capitol Insurance agency of 
Chicago, headed by William J. Hubbard 
Jr., has filed suit for injunction to 
prevent the oil company and Bankers 
Life & Casualty (the underwriting 
company) from selling these policies. 

The suit also asks a declaratory judg- 
ment finding a violation of the Illinois 
insurance code brokers’ license require- 
ment in the sending out of advertise- 
ments to credit card holders suggesting 
that they allow the semi-annual premi- 
um for a policy from the insurer to be 
charged to the credit cards. 

Director Gerber has also been named 
in the suit, but this is in the position 
of a “necessary defendant” so as to put 
him on record as being aware of all of 
the action in the case. Bankers L.&C. 
is in the same category, but for the 
purpose of being aware that it is a non- 
licensed solicitor—should judgment be 
declared for Capitol. 

While Standard Oil’s credit card 
insurance has been declared legal in 
other states, Illinois law differs slightly 
in respect to solicitation in that non- 
licensed soliciting is illegal with or 
without compensation. While Illinois 
agents and brokers have made con- 
siderable outcry over Standard Oil’s 
plan, individually and through their 
associations, this is the first time the 
legality of the plan is to be tested in 
court. 

Mr. Hubbard says he filed the suit 
on behalf of all licensed agents and 
brokers in the state. 


Two Join New York Office 
Of Newhouse & Hawley 


Daniel J. Sweeney and Leon T. 
Lander have joined the New York 
office of Newhouse & Hawley as cas- 
ualty underwriters. 

Mr. Sweeney was previously with 
Zurich for four years in the executive 
training program. 

Mr. Lander has been with Flynn, 
Harrison & Conroy and before that 
was with Zurich. He began his insur- 
ance career with Brown, Crosby & Co. 
in 1952. 


Fla. Town Inspected 


An inspection of St. Petersburg 
Beach was held by Florida Field Con- 
ference in cooperation with Indepen- 
dent Insurors of St. Petersburg. The 
group inspected 301 structures and 
found 247 deficiencies, the most com- 
mon being defective or poor wiring. 

The inspection took place during a 
two-day meeting at the Desert Ranch 
Motel which was attended by agents, 
field men and city and state officials. 


Aetna Casualty Raises 
Cholet In N. Y. Claims 


Aetna Casualty has promoted George 
Cholet from assistant superintendent 
to superintendent of the compensation 
claim division at New York. He suc- 
ceeds Samuel Kaltman, who has re- 
tired after more than 41 years with 
the company. Walter C. Johannes suc- 
ceeds Mr. Cholet as assistant superin- 
tendent of the division. 

Mr. Cholet joined the company in 
1941 in the New York claim depart- 
ment. 


Majerle Named As A&S 


Stuyvesant Coordinator 


Calvin C. Majerle has been named 
coordinator of the accident and health 
program of Stuyvesant and Stuyvesant 
Life. He will coordinate claims and 
preliminary accounting procedures of 
both companies. He will also continue 
as director of home office activities of 
the life company. Mr. Majerle joined 
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Employers Liability 
Names Gilmore Omaha 


Resident Manager 

Employers Liability has appointed 
James Gilmore resident manager of 
the Nebraska department at Omaha. 
The Nebraska-western Iowa area, for 
which Mr. Gilmore will be responsible, 
has been under supervision of Love- 
Haskell Co. and A. J. Love & Co., 
Omaha general agencies. They will 
become part of the direct operations of 
the group Dec. 31. 

All direct company service will be 
available to Nebraska and western 
Iowa agencies from the new branch at 
Omaha. 

Mr. Gilmore joined Employers Lia- 
bility as special agent at Los Angeles 
and was named agency supervisor 
there in 1956. 





the group in 1948 and was transferred 
to the executive offices in Allentown, 
Pa., in 1949. 












) SPRINGFIELD-MONARCH Insurance Companies 


FIVE-DAY EXPENSE-PAID 
CONFERENCE 
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SPRINGFIELD representatives will enjoy an expense-paid, five- 
day meeting at the fabulous Americana Hotel, Bal Harbour, 
Florida, in January, 1962. Find out how YOU can qualify for 
this exciting meeting through sales of Health and Accident, Life 
and Homeowners. Write to: Director of Sales, Springfield Fire 
and Marine Insurance Co., Spring field 1, Mass. 


Springfield Fire and Marine Insurance Company 
Monarch Life Insurance Company 

New England Insurance Company 

Springfield Life Insurance Company, Inc. 


Executive Offices: Springheld, Massachusetts 











ADMINISTRATIVE OFFICES 


Horse Mortality Insurance 





GRAND RAPIDS 1, MICHIGAN 











Give him this friendly advice: ‘“Tell the repairman to put in the 


same brand of windshield you now have. Your policy entitles 
you to it, so insist on it. It is important to you when you trade 
in your car.” You’d be surprised how much substitution goes on. 
So if the original windshield is marked L-O-F SAFETY PLATE, 
it should be replaced with L-O-F SAFETY PLATE. Your policy- 


holders will appreciate the tip. 


All L-O-F SAFETY PLATE windshields bear this 


< ise garmel 
tems. —. _ Ea g brand identificat the corner. 
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LIBBEY-OWENS:FORD GLASS COMPANY a Gneat Name in Glass Toledo 1, Ohio 
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